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FIELD NOT COVERED; 
ANALYSIS IS URGED 


Henry Bruere of Metropolitan Life 
Say Companies Should 
Inform Agents 


FORMS BASIS FOR QUOTA 


Speaker at Philadelphia Sales Congress 
Tells How “Average Man” Could 
be Better Protected 


Henry Bruere, third vice-president of 
the Metropolitan Life, speaking before 
the sales congress at Philadelphia, em- 
phasized, as did other speakers at that 
meeting, the necessity for meeting the 
needs of the “average man.” He cited 
statistics to show how incompletely the 
field is covered in that respect and urged 
a more careful analysis of the potential 
insurance in various fields as a basis 
for fixing of quotas for agents. He 
said in part: 

“The Case that Counts’ is the case 
that does most to justify the institution 
of life insurance. You do most to 
justify life insurance when you build the 
bridge across the chasm of death for 
women and children bereft of their natu- 
ral support. An institution as flexible 
and reliant as life insurance has become, 
will be put to legitimate uses other than 
merely to provide economic security for 
the family. Rich men, for example, will 
properly use it to cover their inheritance 
taxes. But the institution of life insur- 
ance derives less strength from such a 
policy than it does from a $5,000 policy 
which stands a bulwark against the 
danger of family demoralization. 


Service for Average Man 


“Obviously life insurance is essentially 
a service for the average man and that 
the average man is so numerous that 
those who purchase the larger policies 
represent only a small part of the popu- 
lation. The figures of the business sus- 
tain this fact. In United States compa- 
nies, there are about 50,000,000 people 
msured for $64,000,000,000. The aver- 
age is about $1,300. This total, of 
course, includes industrial insurance of 
small individual policies and most of 
it protects persons in the city popula- 
tion. In the Metropolitan, however, 3,- 
300,000 ordinary policyholders, made up 
largely of working people and smaller 
business men, have an average insurance 
of $16,000, 

“I have no contempt for the large 
Policy. I do not disparage those who 
write it. We all welcome those who 
purchase it. We wish to serve them, 
ut we do not because of this propose 
to lose sight of the main business that 
we have to do, which is to extend in- 
surance to every insurable person. 


Half Buying, Other Half Need It 


If one-half the population of the 
country needs and is buying insurance, 
the other half needs it as much and 
should buy it. Of the 113,000,000 people 

(CONTINUED ON PAGE 28) 











EFFECTIVE “CLOSING” IDEAS TOLD BY 
DR. ROCKWELL IN CHICAGO ADDRESS 











N interesting summary of effective 
plans for closing life insurance 

sales was given by Dr. Charles J. 
Rockwell, head of the School of Life 
Insurance Salesmanship at the Univer- 
sity of Pittsburgh, speaking before a 
special meeting of the Chicago Associ- 
ation of Life Underwriters which filled 
to capacity the banquet room in the 
Hotel La Salle last Friday. Dr. Rock- 
well stated at the outset that he did 
not intend to expound a set of rules 
which the salesman could put into effec- 
tive practice by rule of thumb. He 
said that he would merely point out 
some of the difficulties in successfully 
closing business and present a few sug- 





DR. CHARLES J. ROCKWELL 


gestions as to what not to do, as well 
as what to do. He gave a “map” 
around which the agent could put the 
necessary scenery to give the proper 


setting. 
Must Be Natural 


Mr. Rockwell said that the close must 
be natural. It must not come out of a 
clear sky. An agent who attempts to 
force a close and asks questions with 
that in view, when conditions do not 
warrant, will find the result fatal. Dr. 
Rockwell said that the close is merely 
giving a visible expression to a desire 
that has been aroused. Thus the agent 
must prepare for it and a good “closer” 
is ready to close at any time. 

Any moment in the sale is the “psy- 
chological moment” that is so much 
heralded. 


Two Distinct Performances 


There are two distinct performances 
in effecting a satisfactory close. One is 
the ascertaining as to when the attempt 
should be made and the other is giving 
expression to this attempt. The agent 
must draw out the prospect and not 
expect the prospect to offer himself as 
a sacrifice of his own volition. The 
agent must seek admission by responses 
to questions. A distinction was drawn 
between the question of “What to Do” 
and the question of “How to Do It.” 

















Dr. Rockwell said that the agent will 
readily secure agreement on what to do. 
The prospect will readily agree that the 
general proposition is commendable. 
However, when the matter of “how” is 
brought up, there is often a reaction on 
the part of the prospect against the 
insurance proposal as the most effective 
way to secure the results. Dr. Rockwell 
said that it is at this time that many 
agents make the mistake of testing out 
their ground. He compared these agents 
to the carpenter, who, after constructing 
the scaffold for his work, shakes it 
violently to make certain that it will 
stand the strain of heavy use. Similarly 
many agents, after having brought the 
prospect successfully through the time 
when the close can be sought, abruptly 
shake down their scaffolding by some 
matter of fact question that rushes the 
prospect into an antagonistic mood. 


Must Seek Implied Consent 


Dr. Rockwell said that agents can 
seldom succeed by attempting to secure 
direct consent. Efforts to get direct 


consent often result in stiffening resist- 
ance and a consequent “No.” If this 
“No” is made constant by a repetition 
of these attempts, it may become an im- 
movable object. He also said that im- 
portant affairs of all kinds, from per- 
sonal to big business undertakings, are 
decided on implied consent. That is, 
there is a general understanding that 
grows as the relationship continues and 
the desired result is achieved without a 
direct consent, but rather an implied 
consent. Acts are done as the relation- 
ship proceeds which commit the man to 
the program. In this connection, it was 
pointed out that everyone wants confi- 
dent leadership and seeks it. Thus, the 
agent who leads the way through the 
interview and does not attempt to shift 
the responsibility back to the prospect 
by persistent questioning, achieves re- 
sults. 
Gave Practical Suggestions 


A few suggestions which will help the 
agent in his work were then given by 
Dr. Rockwell. He said that it is not 
tactful to pull out the application at the 
time that the signature is sought. That 
move adds to the resistance. He said 
that it is best for the agent to start out 
with the application on the table and 
keep it before the prospect constantly, 
so that at the proper moment, when the 
signature is sought, it will be merely a 
matter of putting the pen in the hand of 
the prospect. He also pointed out that 
it is well to continue the attempt to 
overcome whatever resistance is encoun- 
tered, even at this stage in the sale and 
some change of thought might be well 
as the pen is handed over. As an ex- 
ample, he said that the agent might ask 
the prospect a question as to where his 
business mail is delivered. The machin- 
ery of getting the prospect’s hand into 
motion on the dotted line has been 
started and this question gets the co- 
operative interest of the prospect. 


Desire Must Be There 
_ Dr. Rockwell said that in all of this, 
it is merely a question of securing ex- 
pression of the desire. The desire must 
(CONTINUED ON PAGE 23) 





BIG SALES CONGRESS 
HELD IN PHILADELPHIA 





Tri-State Gathering Is Character- 
ized by Those Attending as 
“Greatest Ever” 


HAD 2,500 IN ATTENDANCE 


Notable Program of Addresses Is Given 
—Big Galaxy of Officials at 
Meeting 


Or 


on 


PHILADELPHIA, PA., March 
What many insurance leaders declare 
was the greatest gathering of life in- 
surance men ever held in the United 
States was the Tri-State Life Insurance 
Congress, comprising the life insurance 
interests of Pennsylvania, southern New 
Jersey and Delaware, held here Friday. 
No fewer than 2,500 life underwriters 
attended the meetings, addresses and 
conferences. The necessity for meeting 
the needs of the average prospect was 
the keynote of the addresses and dis 
cussions. } ; 

At the banquet in the evening the 
speakers were United States Senator 
William E. Borah, chairman of the for- 
eign relations committee of the senate, 
and Walton L. Crocker, president of the 
John Hancock Mutual Life. 

Many Notables Attend 

At the head banquet table were 
seated, in addition to Senator Borah, the 
presidents of six of the leading life in- 
surance companies of America; the 
vice-presidents of five companies and 
four superintendents of agencies of big 
companies. ’ . 

The list included Walton L. Crocker, 
president John Hancock Mutual Life; 
William A. Law, president Penn Mutual 
Life; Clifton Maloney, president Phila- 
delphia Life; Henry Moir, president 
United States Life; Walter Lemar Tal- 
bot, president Fidelity Mutual Life; Asa 


S. Wing, president Provident Mutual 
Life; Elbert H. Brock, vice-president 
John Hancock Mutual Life; Henry 


Bruere, third vice-president Metropoli- 
tan Life; Edward Gray, vice-president 
Prudential; Albert Short, vice-president 
Girard Life; John Way, vice-president 
Provident Mutual Life; Edgar C. West, 
superintendent of agencies John Han- 
cock Mutual Life; Harry D. Wright, 
superintendent of agencies Metropolitan 


Life; James A. Whitmore, assistant 
agency manager Phoenix Mutual Life; 
Oliver Thurman, superintendent of 


agencies Mutual Benefit Life. 

Life underwriters’ organizations were 
represented by John W. Clegg, presi- 
dent National Association of Life Un- 
derwriters; Robert L. Jones, treasurer 
National Association, and the presidents 
of the Philadelphia, Pittsburgh, Trenton, 
Baltimore, Harrisburg, New York and 
Delaware associations. 

Senator Borah discussed “Peace and 
the World Court.” He said he would 
fight to the last ditch in the senate of 
the United States any attempt to pro- 
mote a scheme that was not based on 
liberty and justice, for unless there was 
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some effort to build a tribunal wherein 
peoples might be heard, there would be 
no lasting peace. 


President Crocker’s Address 


President Crocker said that the heads 
of the great life insurance companies of 
America were trying to peer into the 
future to get a vision, if possible, of 
what lies ahead in their vast responsi- 
bilities to the American policyholders. 

“To show you what I mean by ‘re- 
sponsibility’,” said Mr. Crocker, “I will 
remind you that in the last 20 years the 
population of the United States has in- 
creased 40 percent; the national wealth 
has tripled, while life insurance sales 
today are five times as great as two 
decades ago. That’s what I mean when 
I say we insurance presidents are look- 
ing and praying for a vision that will 
help us meet our vast responsibilities in 
this greatest of all modern businesses— 
life insurance. 

“Tf life insurance sales increase in the 
next 20 years the way they have the last 
20, there will be $300,000,000,000 of life 
policies in force in 1945 in this country. 
That’s the future trail, all of which 
goes to show that in the last 10 years 
there has been a complete regeneration 
of the conception of life insurance all 
over this land.” ; 


Clegg Welcomes Delegates 


Paul Loder, president of the Phila- 
delphia association, presided at the busi- 
ness sessions. The general address of 
welcome was given by John William 
Clegg, president of the National Life 
Underwriters Association. Mr. Clegg 
greeted the life insurance men from 
three states with the hope that they 
would carry home enough pointers to 
triple their sales the coming year. Mr. 
Clegg briefly sketched his recent west- 
ern trip in which he visited a score of 
local associations. He told of the life 
insurance work in that section of the 
country and pointed out their lines of 
strength and weakness from which the 
eastern underwriters could profit. 

At the morning session Earl F. Col- 
born, general agent of the Connecticut 
Mutual Life, spoke on “Paying the 
Price.” _“The Case That Counts” was 
the topic of Henry Bruere, third vice- 
president of the Metropolitan Life. 
Salesmanship” was the subject of a 
stirring talk by M. Nelson. Bond, gen- 
eral agent of the Travelers at Baltimore, 
and “What the Prospect Expects from 
the Agent” was the topic of James A. 
Whitmore, assistant agency manager of 
the Phoenix Mutual Life. 


Discuss Old Age Pension Bill 


Life insurance men were urged to 
fight an old age pension bill now before 
the legislature, in an address by Ben- 
jamin H. Ludlow, state legislator. He 
said steps should be taken to protect 
the insured workingman, however, 
against the lapsing of life insurance 
policies caused by the insured’s inability 
to pay premiums because of unemploy- 
ment or sickness, 

Representative Ludlow declared that 
an old age pension law was passed by 
the Pennsylvania legislature some years 
ago but later was declared unconstitu- 
tional by the state supreme court. He 
hoped the life insurance men would aid 
in defeating this present measure now 
up for consideration at Harrisburg. 

He branded the act as a Socialistic 
measure which would eventually rob 
the individual worker of all initiative 
and ‘make him dependent on the state 
in his declining years. 

Afternoon Session 

Thomas M. Scott, leading producer 

a Penn a opened the after- 
n session with an address ™ 
Practical Side of Selling.” He oe fol 
lowed by Oliver Thurman, superintend- 
ent of agencies of the Mutual Benefit 
Life, who discussed “Sales Methods.” 
aero Geog, vice-president of the 
nee gave a talk on “Fireside 

Leroy A. Mershon, deputy manager 
of the American Bankers Association 
spoke on “What the American Bankers 
Association Is Doing for the Life In- 
surance Companies.” 

Years ago our association was con- 


GOOD GAIN IS SHOWN 


—_— 


BUREAU REPORTS ON SALES 


Increase Experienced Generally 
Throughout Country, Though Canada 
Had Slight Decrease 


HARTFORD, CONN., March 26.— 
Sales of ordinary life insurance in the 
United States for February are $611,- 
480,000. This is $64,959,000 more than 
in February of last year, according to 
figures just issued by the Life Insur- 
ance Sales Research Bureau of Hart- 
ford. All parts of the country partici- 
pated in this increase with the exception 
of the Pacific Coast. Philadelphia leads 
the large cities with an increase of 30 
percent for February, 1925, as compared 
with February, 1924. Boston leads for 
the year, with a gain of 20 percent. 


Good Gains 


The Bureau’s files show that for the 
first two months in 1925 sales for the 
United States as a whole are 8 percent 
in advance of those for the same period 
of last year. In this comparison there 
are no sections of the country showing 
decreases for this period, the increases 
by divisions of the country being: 

February 
Increase 


Shown 


Year 
Increase 


#2 


AH cram ws 


West South Central... 
East South Central... 
Middle Atlantic 
South Atlantic 
New England 
East North Central... 
West North Central... 
Mountain 
Pacific Coast (De- 

CFORSE) 2c ccccccccces 2 6 

For the twelve months ended Feb. 
28, 1925, sales for the United States 
as a whole are 7 percent over the similar 


period of last year. 
Report 


Over $1,000,000 of insurance was sold 
in Canada each day during February, 
according to figures just published by 
the Bureau. The actual volume of sales, 
based on the reports of companies do- 
ing 83 percent of the Canadian business, 
is $28,698,000, a decrease’ of 7 percent 
under February of last year. New- 
foundland shows the greatest gain, 78 
percent, and Manitoba comes next with 
a 29 per cent gain. 

For the first two months of 1925, the 
decrease for Canada as a whole is 3 per- 
cent. Newfoundland and Manitoba 
show the greatest gains, with 62 percent 
and 13 percent respectively. 

For the 12 months ended Feb. 28, 
1925, as compared to the preceding 12 
months, the gain for Canada as a whole 
is 4 percent. New Brunswick leads the 
provinces with a gain of 14 percent. 
Hamilton and Vancouver show de- 
creases. 

Of the cities, Ottawa shows the 
greatest gain over last year, both for 
the month of February and for the two 
months ended Feb. 28. Montreal, 
Prince Edward Island, Saskatchewan 
and Nova Scotia show decreases for 
this period as compared to last year. 


~ 


on Canada 








ducting post-mortem service for the life 
insurance interests,” said Mr. Mershon. 
“Nowadays we are giving pre-mortem 
service. The trust companies of the 
country are a great aid to you life in- 
surance men. We get out bulletins to 
help sell life insurance. We are inter- 
ested in the prevention of disease rather 
than the cure. ‘Prevention’ is the 
watchword of the hour in all the pro- 
fessions of today. 


Combine to Serve Mankind 


“You life insurance men are just as 
much members of a profession as doc- 
tors and lawyers and ministers of the 
gospel. The big trust companies com- 
bined with the life underwriters combine 
to serve mankind as no other instru- 








ments in modern civilization.” 


PLAN SUMMER SCHOOL 


CHICAGO COURSE MAPPED OUT 


Sessions Will Start in June and Continue 
Nine Weeks—C. H. Van Kirk 
in Charge 


At a special meeting of the Chicago 
Association last Friday noon, when the 
banquet hall in the Hotel LaSalle was 
crowded to capacity, the question of the 
summer school of life insurance sales- 
manship was formally presented. Dr. 
C. J. Rockwell, head of the life insur- 
ance school of salesmanship at the 
University of Pittsburgh, was the prin- 
cipal speaker. At the close of his ad- 
dress, C. H. Van Kirk of the New York 
Life, chairman of the Chicago com- 
mittee for better life insurance sales- 
manship, presented the program which 
this committee has worked out for the 
summer months. It is planned to have 


Cc. H. VAN KIRK 


a school of life insurance salesmanship 
beginning sometime between June 1 and 
June 15, to last nine weeks. Sessions 
will be held five days a week and con- 
fined to the forenoon. The afternoon 
will be given to practical application 
of the selling ideas covered in the morn- 
ing classes. Enrollment is limited to 
120 students, 60 in each of the two 
classes. The committee in charge of 
the school is as follows: C. H. Van 
Kirk, New York Life, chairman; C. C. 
Whitehill, vice-chairman; Edwin  S. 
Schloss, Equitable Life of New York; 
Clarence E. Smith, Northwestern Mu- 
tual; Myron M. Smith, New England 
Mutual; Leonard Ellsworth, Provident 
Mutual; Leroy M. Grosser, Guardian 
Life; Donald O. McLeran, Home Life. 


Princeton Endowment Fund 


A committee of members of the 
senior class of Princeton is engaged this 
week in canvassing everyone in the class 
for 20 year endowment policies to pro- 


| vide a substantial class gift to the alma 


mater in the future according to the 
usual custom. The committee hopes 
to complete its work by April 1. The 
business this year is being handled by 
the Prudential in accordance with the 
plan of the graduate council whereby 
the annual business rotates among sev- 
eral of the largest old line companies. 
Members of the class are asked to in- 
sure for amounts of $250 to $1,000 or 
more costing at the average of 22 


| $11.14 to $44.56 annually. 


Z. C. Patten Dies 


Z. C. Patten, president of the Volun- 
teer State Life, died at his home at Ash- 
land near Chattanooga last Friday. He 
was eighty four years old and a pioneer 
citizen of Chattanooga. 


J. Q. ADAMS PRESIDEN 


HEADS MISSOURI STATE CLy 


Company’s $100,000 Organization }, 
Especially Successful Meeting a 
Home Office 


ST. LOUIS, MO., March 25.—Jol, 
Quincy Adams, district manager jy 
Doyle & Raley, general agents for ty 
Missouri State Life at Pueblo, Colo, ; 
the new president of that company; 
$100,000 Club. He has long been ; 
successful life insurance salesman, }; 
joined the Missouri State organizatic 
Jan. 3, 1919, and has been a consisiey 
producer since. 

Other officers of the club are: Vig. 
president, T. F. Bennett, Augusta, (a: 
second vice-president, P. P. Tally, Co. 
way, Ark.; third vice president, Mix 
Laura L. Wilson, St. Louis, Mo. 

Had 150 in Attendance 


The annual meeting of $100,000 Cy 
was the most successful in the histor 
of the Missouri State, approximate; 
150 agents from various parts of th 
country attending. President M. — 
Singleton opened the sessions with a 
address in which he reviewed the wor 
of the past year and the outlook for th 
future. He predicted that 1925 wil 
prove one of the biggest years in the 
history of life insurance and urged al 
agents present to win a full share ir 
this prosperity. Robert C. Newma 
president of the Quarter Million Clb 
of the company, a personal producer o 
approximately $3,000,000 annually, then 
spoke on “Self Development.” 

Other addresses on the first day's 
program were: “Health Insurance” Joh 
J. Crowley, second vice-president; “How 
Accident Sales Have Helped Me,” H 
S. Coil, manager Cincinnati, O., branch; 
F. M. Deuchler, St. Louis, and J. L 
Duncan, manager Wichita, Kas., branch; 
“Program Selling,” E. D. Finch, mar- 
ager Newark, N. J. branch; “Our New 
Policies” F. B. Gerhard, assistant ac- 
tuary; “Borderline Cases,” Dr. A. R 
Stone, assistant medical director; “Med- 
ical Department Cooperating With 
Field,” Dr. P. S. Tate, assistant medical 
director; “Life Underwriting Problems’ 
James J. Parks, fourth vice-president. 


Second Day’s Program 



















At the second day’s session Henry 
Reichgott, third vice-president, was the 
opening speaker, his subject _ being 
“Group Insurance,” and was followed 
by Read H. Brown, superintendent ac- 
cident department, who discussed “Ac- 
cident Underwriting.” Others on the 
program and their subjects were: “The 
Selling of Accident Insurance,” J. L 
Rainey, accident sales special; “Know- 
edge We Need” H. W. Ramsey, agency 
instructor; “Thoughts That Are Wit 
Js," T. F. Lawrence, vice-president 
John L. Shuff, general agent of the 
Union Central Life in Cincinnati, als 
gave a brief. address on “Life Under- 
writing.” 

The Quarter Million Club of_ th 
company will meet in Havana, Cuba 
opening April 1. 


Liability Not Determined 


The life and accident companies have 
been unable to ascertain their losses 
due to the many killed and injured ™ 
the tornado that struck southern IIlino's, 
southern Indiana and points in Ker 
tucky, Tennessee and Missouri. The 
main claims of course will come from 
Indiana and Iilinois. The United Mine 
Workers of Illinois will be hard hit 
owing to the number of deaths and in- 
juries at West Frankfort, Ill. The m™ 
ers organization carries a disability fun 
for the benefit of members. The ma? 
life insurance loss will be at Murphys 
boro. There was considerable month} 





payment accident and health written 10 
this section. 
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Life Offices Are Now Able to Offer 







Company; 
ne Protection to People in Almost 
IT Zanizatign All Lines 





t CONSisten: 







are: Vic. Spinning and weaving of cotton and 
tally’ co wool, crafts which, with collateral 
Y, tt MR rades in the textile mills, comprise 


dent, Mis - . 
Mo. nearly 750,000 workers in this country, 
are among the latest to be removed from 


ce 
0,000 Chai the rapidly contracting list of occupa- 
the histor [aE tions regarded by life companies as 
roximately iE hazardous. 
rts of the A new rate book prepared by the 
“y a . Prudential makes further premium con- 
1 the work cessions to operatives in cotton, woolen, 
0k for the worsted and knitting mills. 
1925 will Not so long ago—in the early days of 
ars in the life insurance in this country—workers 
urged al in these crafts were flatly rejected as 
ll share in insurance risks. In comparatively re- 
Newman, [cent years, however, successive editions 
Ilion Club of insurance rate books, which reflect 


the effect of improvements in working 
and living conditions in all departments 
of industry, have shown a marked ten- 


roducer of 
ually, then 
” 


first day's dency to let down the bars. 
ince” John 
ont: “How Few Prohibited Classes 

Me,” H As a matter of fact about the only 
)., branch; HP people who are not accepted on any 
and J. L terms for ordinary life insurance today 
s., branch; are aviators, civilian divers and subma- 
nch, mat- rine workers, jockeys, steeplejacks, those 
Our New engaged in the recovery of arsenic, sand 
istant ac- blasters, certain classes of glass work- 
Dr. A. R ers, lead burners operating within en- 
or; Med- closures, hide salters in the packing 
1g With 9 industry, and fur cutters in hat manu- 
it medical factories. 
roblems’ Hi In the department of industrial life 
esident. insurance, where the sums involved are 


. smaller and requirements fewer, the ban 
is even more limited. Almost anybody 


= in good health and of insurable age can 
Ne being get an industrial policy, excepting aerial 
performers, acrobats and submarine 
followed warkers 
a For years there has been a gradual 
ane removal of restrictions which were once 
re: “The ap *PPlied to a large number of industrial 
”y L classifications. _ The liberalization of life 
aod imsurance requirements in fact has kept 
. step with the progress made in sanita- 
With tion, public health work, the multiplica- 
sident, tion and efficiency of safety devices and 
resi he the improvement in housing and living 
t ot standards. 
aa - _Liberalization of life insurance prac- 
> Un tice has been so rapid and widespread 
of the _ today agents specializing in the 
2.” Cuba lusiness developed by the new group 


msurance idea have been issuing whole- 
sale Policies to cover entire regiments 
of national guardsmen. Other agents 
devote their time to insuring as indi- 
d viduals the officers and men of the army 





ies have = navy. It is also becoming usual to 
r losses ind in the newspapers paragraphs re- 
jured in ed that great railroad systems or 
Illinois, nae! organizations have insured operat- 
a Ken ing lorces comprising thousands of men. 
-j, The en 

ne from Adopt Title “General Agent” 

ed Mine The title. “general agent” has been 
ard hit, Substituted for that of “manager” by the 
and in- Aetna Life, according to a memorandum 
he - Sent to all agents and home office de- 
ity fun ements over the signature of Vice- 
1e main resident Luther. The change in title 
urphys- was decided upon after a careful survey 
nonthly had been made, and after the field had 






itten im voted almost unanimously for the new 


designation, 















COLUMBIA’S MEN MEET | 


CONTEST WINNERS GET TRIP) 

General Agents Also Attend Sessions | 

at the Home Office in 
Cincinnati 


The Columbia Life of Cincinnati holds 
its annual convention this week from | 
Thursday to Saturday. This year’s | 
gathering is to celebrate the excellent 
progress the company made during 1924. 
Although one of the smaller companies, 
it is a very strong one and its cost of | 
insurance is favorable. Much of its 
progress is due to its president, Sumner 
M. Cross. 

All the general agents and those who 
qualified among the producers, a group 


of about 35 or 40 men, are in attend- | 
ance at the convention. The program | 
is well worked out to assist them in| 
their work. 
Two Sets of Prizes 
The agents attending the meeting 


were those who wrote $20,000 or more | 
between Jan. 15 and March 15. Two 











SUMNER M. CROSS 


sets of cash prizes of $100, $75 and $50 
each are to be awarded to the men 
writing the largest number of applica- 
tions. The two classes are the agents 
and the general agents. 

In the class of general agents, Floyd 
Kingsley won the first prize with a 
production of $90,000, Stanley Ferger 
was second and Frank B. Cross, Jr., 
was third. All three are home office 
men. 

In the class of agents, the first prize 
was won by A. A. Redmon of Owen- 
ton, Ky. The contest for second and 
third place was so keen that it was im- 
possible to tell the final adjustment of 
position at the time of writing this 
story. The four men are W. E, Curry, | 
Vevay, Ind.; Otto Hornick, Xenia, O.; 
H. A. Kent, Cleveland, O., and H. H. | 
Rubin, Columbus, O. 


Leoked Like Liberty Loan 


While only applications in before 
March 15 counted, the men were given 
until the evening of March 24 to pay 
for the business. During that day, | 
premiums came in by mail, messenger | 
and telegram. The Columbia home 
office was like the headquarters of a | 
Liberty Loan campaign at its height. | 
The awards are to be made at the ban- 
quet Friday night, which all will attend | 
including .the office force of the com-| 
pany and the members of the board | 
and directors. 


Drive 


| service. 
| press the urgency of securing new sales- 


AFFAIRS IN A TANGLE 


TWO REINSURANCE CONTRACTS 





Question Whether Midland Life Busi- 
ness Goes to Des Moines Life & 
Annuity or Dakota Life 


ST. PAUL, MINN., March- 25.—The 
affairs of the Midland Life of St. Paul 
are in a tangle which it will take months 
to adjust. 

Just who owns the $11,000,000 of busi- 
ness in force is a mooted question. Two 
contracts of sale are before the state 
insurance department for approval, and 
a case has been started in the United 
States court here for a ruling on the 
question. 

One of the contracts of sale before 
the state department is to the Des 
Moines Life & Annuity. It provides 
for a down payment of $25,000, the 


| taking over of sufficient assets to cover 


the reserves, and a $50,000 guarantee 
fund in addition, the Midland Life to 
receive all interest earnings above 3% 
percent. A final adjustment is arranged 
at the end of a ten-year period. 


Second Contract Made 


The second contract, of later date, is 
a sale to the Dakota Life of Watertown, 
S. D. Its terms are practically the 
same as in the first contract, except to 
provide for taking over of all the assets 
except the $100,000 capital and provides 
an additional down payment of $10,000 
for the company’s M. I. B. case files. It 
is understood both purchasers have been 
negotiating for some time past. 

H. W. Strickler, president of the 
Midland, says the sale is to the Dakota 
Life. According to Minnesota law in 
such sales, approval has to be had from 


|a board consisting of the attorney gen- 


eral, governor and insurance commis- 
sioner. It is understood these officials 
will probably take no action until the 
case brought in the United States court 
by the Des Moines Life & Annuity has 
been determined and a ruling received 
as to which contract shall prevail. 

Mr. Strickler says the Midland Life 
may continue in existence as a trust 
company. The terms of its sale, how- 


| ever, prohibit it from writing insurance 
| in the states in which the company is 


now licensed. 


|/PRODUCTION OF NEW AGENTS 


Union Central Sees the Effect of the 


More Recently Appointed Men 
on Firing Line 

CINCINNATI, O., March 26—New 
blood in the life insurance field force is 
as essential as it is in every other line 
of endeavor. Old agents drop out or 
go stale. They build their production 
up to a satisfactory point and drift. 
Unless new agents are coming along, 
the progress of the company is impeded. 
With this in mind, the Union Central 
prepares a sheet on “Business from New 
Organization.” This tells of the busi- 
ness submitted each month and for the 
year from all agents with the company 
one year or less. 

When these figures are tabulated, it is 
found that one-eighth of the company’s 
total business comes from men who have 
not yet completed their first year of 
Not much can be added to im- 


men. 


Rates Are Revised 


The New York Life has revised its 
rates for preliminary term insurance 
which hereafter will not be issued for 
longer than two months if the premium 


| for the policy is payable quarterly, four 


months if the premium is semiannual or 
six months if the premium is payable 
annually. A rate book insert has been 
prepared for distribution to agents. 








MORE WOMEN ARE NOW 
PURCHASING INSURANCE 


Prudential Gives Some Figures 
Showing the Trend of Pres- 
ent Times 


ENDOWMENT PLAN LIKED 


Those Unmarried and Economically 
Independent Are Considered Bet- 
ter Risks Than the Housewife 


With their advance in the business 
and professional world women are de- 
veloping economic vision. It is notice- 
able that as soon as a woman is in 
command of a salary that leaves a rea- 
sonable margin over living expenses she 
almost invariably ventures an invest- 
ment. 

An analysis just made by the Pruden- 
tial shows that almost 25 percent of its 
ordinary business, up to $10,000, is being 
placed on the lives of women. Almost 
50 percent of this woman’s business is 
written in endowment form. This pref- 
erence is explained by the fact that few 
unmarried women expect to have de- 
pendents, say 20 years hence, and take 
out insurance not primarily as protec- 
tion for those they may leave behind as 

o ” 
does a man, but to have a “nest egg 
in those years when they may wish to 
relax a little from a strenuous business 
life. 


Take Comparatively Small Lines 


The analysis also shows an unwilling- 
ness on the part of women to burden 
themselves with premiums any higher 
than the present income comfortably 
warrants. Less than 5 per cent of all 
the policies issued were for amounts of 
$5,000 and over. The other 95 percent 
of the business was for policies from 
$1,000 to $4,000, 84 percent of it being 
for the $1,000 policy. 

Almost 60 percent of the women tak- 
ing insurance were between the ages of 
20 and 34, inclusive, while 23 percent 
of the group were between the ages of 
35 and 47. 

Business Women Best Risks 


Women are learning, too, that unmar- 
ried women and economically independ- 
ent women are considered better risks 
than the housewife. Because of her eco- 
nomic value the business woman can 
procure insurance to an amount limited 
only by her earning capacity, provided 
of course, she measures up to the re- 
quired health standards. Having this 
knowledge women are quick to avail 
themselves of the advantage of taking 
out their insurance while they have a 
recognized earning capacity, regardless 
of whether they contemplate marriage 
or not. 


Married Women’s Mortality Greater 


Women are also coming to a realiza- 
tion of the fact that marriage is not a 
guarantee against the possible day of 
need. A certain degree of economic 
independence is now generally desired 
by all members of the sex having once 
had the satisfaction of it through busi- 
ness experience. 

A higher mortality exists among mar- 
ried women than among single ones in 
the age group between 20 and 45 years. 
Despite this fact the Prudential is now 
accepting women of both classes at the 
same rates, although as a rule the un- 
married woman has the advantage in 
the amount that may be secured. In the 
early days of insurance women’s premi- 
ums were higher than those for men. 
They are now accepted at the same 
rates. 


The American Bankers, the Liberty 
Life of Chicago and the Midland Mutual 
have been licensed in Maryland. 
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QUALITIES NEEDED IN 
THE LIFE SALESMAN 


What a Prospect Has the Right 
to Expect of the Agent 
Approaching Him 


WHITMORE IN ADDRESS 


Assistant Agency Manager of the Phoe- 
nix Mutual Life Speaks at 
Philadelphia Congress 


At the Tri-State Life Insurance Con- 
gress held in Philadelphia, James A. 
Whitmore, assistant agency manager of 
the Phoenix Mutual Life, spoke on 
“What the Prospect Has a Right to Ex- 
pect From the Life Insurance Agent.” 

He spoke of the great place which life 
insurance has in economic life, and said 
that the prospect has a right to expect 
a very high grade well trained man of 
integrity to present life insurance for 
his consideration. 

Three Underlying Factors 


Three underlying factors are funda- 
mental in the life of a life insurance 
counselor. First, the life man who ful- 
fills the ideals of this great business 
must be one who has come to the place 
in his development where he can move 
among business men as a man who has 
really come to himself. Second, the life 
man worthy of the profession must be 
one who has cultivated and attained an 
understanding heart. And third, he 
must be a man who feels the romance 
and the idealism of being a life insur- 
ance counselor. This man will come 
into the life business when companies 
believe and take leadership in develop- 
ing this type of man and when com- 
panies see to it that the life underwriter 
can and must be raised to a high plane 
which shall find favor with the general 
ublic, as life insurance itself has found 
avor. 

Companies Can Help 


Companies can help, Mr. Whitmore 
said, by their advertising and publicity, 
in proclaiming not only that life insur- 
ance is recognized as economically right 
and morally sound by the great thinking 
public of this country but that the life 
agent is a trained man of affairs and 
capable of standing shoulder to shoulder 
with the best man in the business and 
professional world. Men must be care- 
fully selected in order that the great 
number who yearly find their way into 
the life business, and quite as quickly 
find their way out of it, may not be- 
come another center of resistance to the 
life man who by careful thought and 
planning and by hard work has raised 
himself into a real professional life in- 
surance counselor. 


Should Be Well Trained 


Training of the life insurance coun- 
selor is a part of the progress, and 
when companies take the stand that no 
man shall represent them until he has 
been educated, not only in the ways of 
selling but in the ideals and fundamental 
principles which are wrapped up in life 
insurance, then it will be possible for a 
man to come into the presence of a 
prospect and move as one who knows 
and does his work in that fashion. Com- 
panies must place behind men those co- 
operative helps which break down the 
resistance and give them the opportu- 
nity to present their proposition. 


Will Produce More Business 


By these methods, life salesmen will 
be enabled to produce a volume of busi- 
ness which will justify the investment 
of their lives in this business, but the 
principle must be fully recognized that 
only certain types of men succeed in 
the life business, that training is abso- 





QUESTION FOR COURTS 


WILL NOT PASS ON 


U. S. Board of Tax Appeals Refuses to 
Take Up Case of Northwestern 
Mutual Life 


WASHINGTON, D. C., March 25— 
Payment by the Northwestern Mutual 
Life of additional taxes assessed by the 
commissioner of internal revenue has 
resulted in the United States Board of 
Tax Appeals refusing to take up the 
company’s appeal from the commission- 
er’s determination. 

The company paid the taxes demanded 
in order to save the interest which accrues 
upon disputed taxes from the date of 
assessment to the decision of the board 
as to their validity and the amount, if 
any, due the government. By so doing, 
it was contended by the commissioner 
and agreed to by the board, the taxpayer 
had taken thé case out of the category 
of disputes which the board was created 
to adjudicate and had turned it into a 
question of refund, with which the 
courts are authorized to deal. 

The board’s function, it is pointed out 
in its decision, is that “of an arbiter 
before payment” and it was not in- 
tended to pass upon refunds. By pay- 
ing the tax, the insurance company 
disposed of the only question in dispute 
before the board, that of whether it 
should pay the assessment. “If he (the 
taxpayer) has paid an unlawful tax,” 
the decision states, “he is in the same 
situation with many other taxpayers 
whose remedy Congress has left with 
the courts in an action at law to re- 
cover. This judicial function of the 
courts Congress has left unaffected and 
it is not likely that the board was cre- 
ated to give either of the parties a moot 
decision for the sake of its prima facie 
effect in subsequent litigation.” 


APPEAL 








lutely essential, and that cooperation 
with salesmen is as fundamental in the 
life insurance profession as in the sale 
of any commodity which is offered to 
the general public. Life insurance will 
not be a profession until the underwrit- 
ers dedicate themselves to it and are 
willing to pay the price of knowing the 
life business. 

Life I Cc 


Mr. Whitmore continued his discus- 
sion of the kind of agent the prospect 
has a right to look for by giving the 
central principle about which a real man 
must organize his life and said that 
only those men who can catch a vision 
of and believe in the principle of “He 
who prospers most serves best” will be 
able to rise to the position where they 
have a right to be called life insurance 
counsellors. 

He pointed out three underlying quali- 
ties for the real life insurance counsel- 
lor: First, there is a call for men to be 
loyal. Loyalty is a big word in many 
ways. Most of our troubles in America 
today are because loyalty does not seem 
to live where it ought to live. If loyalty 
could be brought back into industrial 
life, industrial strife and chaos would be 
removed. Loyalty to God, loyalty to 
family, and loyalty to the great institu- 
tion of life insurance are essential. A 
man who is loyal can look up and face 
friend and foe and say that the great 
institution of life insurance is sound, and 
believe it. Life insurance is a sound 
economic proposition and no man goes 
wrong on that basis. 


Must Have Real Integrity 


Second, the life underwriter must 
have something—and without it he isn’t 
anything—a real integrity. A man with- 
out integrity and real honesty should 
not find his place anywhere in this pro- 
fession. 

Third, there is a great call in this 
wonderful day when it seems as though 


llor 
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SHOWS BUSINESS PRODUCTION 


Plan Union Central Life Employs to 
Check Up on Its Achievements 
in ‘States 


CINCINNATI, O., March 26.—The 
Union Central has made a most inter- 
esting study of its business in each state. 
Its sales research division found that 
the Union Central wrote roughly 2 
percent of the total business of the 
companies reporting to the Sales Re- 
search Bureau. It then determined the 
percentage of the total business placed in 
each state. The result is novel, but it 
shows just how the various territories 
compare in activity in realizing on their 
possibilities. 

Business Stimulated 


A second diagram is equally valuable 
to the student of the business. A solid 
line shows the monthly percentage of 
the total business written by the com- 
pany. A broken line shows the corre- 
sponding average total on a month by 
month basis. Reviewing the history of 
the company during the past two years 
brings out an unexpected and striking 
fact. Even before entering 1923, the 
Union Central set its goal in total insur- 
ance in force at $1,000,000,000. During 
all of 1923, therefore, the field force 
had this objective before it at all times. 
It made the billion with a little to spare. 


Production Slowed Down 


The executives, realizing the strain 
on surplus that had been caused by 
the great accretion of new business, 
did not set any new and higher stand- 
ards to be attained at the beginning of 
1924. In a short period, the impetus 
of the 1923 efforts was down. Indeed, 
so bad was the showing as compared 
to the running total, that it was decided 
to make some effort to stimulate pro- 
duction. Accordingly, in August, 1924, 
President Sage set quotas for each 
agency for the balance of the year. The 
effect was marked and immediate. The 
mere assigning of a quota stopped the 
slump and the field force came back 
strong. 

The added incentive has been supplied 
ever since with the result that the 1925 
business to date has been far in excess 
of previous years. Indeed, the first two 
months closed with an increase of nearly 
25 percent over 1924, while March up 
to the present time is in an,equally 
strong position and should finish well. 


Organizes Bank Club 


C. B. King, agency director of the 
National Benefit Life of Washington, 
D. C., has gotten out a bank life in- 
surance premium club which is being 
used by some of the banks. The cost 
of installation is about $250, which in- 
cludes supplies for 1200 accounts. The 
purpose of the plan is to enable the 
member to pay his insurance weekly or 
monthly. The insured makes his de- 
posit at the bank then transfers to the 
account of the life company the amount 
of the premium, payment being made 
in the manner desired. Mr. King states 
that the plan does not cause any in- 
crease in the rate to be paid. The 
banks derive their benefit from new ac- 
counts created and the closer contact 
with life insurance. Mr. King believes 
that the plan will tend to reduce lapses. 








America was opening up the doors of 


progress and looking out into the great- 
est future that man could dream of. 
The life insurance man should have 
faith in the future. He should have 
faith in humanity and faith in his coun- 
try. His yearning should be that in the 
great day of America which is to come 
he can have his part and do his bit, so 
that when the time comes that he must 
go, it can be said, “He tried to be a real 
man.” 





COLONIAL COMPANIES 
INVADE MOTHER 


Interest Taken in the Effon 
Dominion Offices to Get , 


Footing 
SOUTHERN LIFE LATp 


First African Insurance Instituticg 
Attempt to Get Life Busines 
from Great Britain 


LONDON, ENG., Mar 12—It may 
news to your readers that another col, 
ial office has during the past few monty 
started to seek the suffrages of & 
British public. Hitherto the dominig 
offices transacting business in the Unity 
Kingdom have been the Canadian a 
Australian companies. South Africa hy 
now taken the field under the banneg 
the Southern Life Association. 

Its foremost champion here—and 
has no light task before him—is Thomy 
Darling, whose chief offices are at Bud 
House, Kingsway, known to those dele 
gates who attended the Internation 
Advertising Convention in London 
July last as the headquarters of th 
convention. 


Darling Is Well Equipped 


Mr. Darling comes well equipped fcr 
his heroic venture. He has been th 
sturdy advocate of insurance in may 
fields—the representative of the Stan 
ard, both in England and on the co- 
tinent of Europe, and latterly an officer 
of the Southern Life Association o 
South Africa. This company has nov 
placed upon him, without unwillingness 
on his part of course, the heavy pioneer 
work of opening up business on its 
behalf in the United Kingdom. 

Mr. Darling, possessing as he does: 
strong virile character, backed with e- 
tensive knowledge and experience of it- 
surance business combined with uw 
daunted courage, will make good. 


Will Have Open Field 


In a free trade country he will have 
an open field. His office will suffer 1 
restrictions, beyond such as may be i 
posed on British companies, in the cor 
duct of its business. It only remains for 
the Southern Life to convince the publi 
here that it has ample security and cat 
offer business on beneficial terms. Its 
well known that the Canadian and At 
stralian offices stand well in this country 
and secure highly satisfactory returas 


Gets High Interest Yield 


Mr. Darling claims that the high yield 
secured for his office by sound invest 
ments in South African securities & 
ables his company to give high bonus 
yielding policies at premiums _which 
defy competition, and that this is pat 
ticularly marked in the case of annuities 

The British people with the long & 
perience of insurance institutions have4 
keen sense of the comparative values 
insurance contracts. If the Southes 

ife can convince them that its policies 
are “good business,” Mr. Darling’ 
energy and ability will undoubtedly te 
der this advance on Great Britain by 
insurance interests of this young daug" 
ter state of the empire, a success ul one. 
The enterprise is attractive. The progres 
of the Southern Life in this country 
be watched by the insurance fraternity 
here with sympathetic interest. 


Dan Frazier, special agent of promin- 


ence for the Travelers in Hartford, has 


extended his life insurance writing 4. 
tivities to New York and is now “'", 
ing his time between both points 4§ 
insurance writer of large policies. 
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| The National Life & Accident Insurance Company 
; (INCORPORATED) 
| HOME OFFICE NASHVILLE, TENNESSEE 
| SHIELD COMPANY 
Ml CORNELIUS A. CRAIG, President 
| W. RIDLEY WILLS, Vice-President SHIELD POLICIES 
! W. S. BEARDEN, Secretary and Treasurer 
| SHIELD MEN 
; TWENTY-FIFTH ANNUAL FINANCIAL STATEMENT YEAR ENDING DEC. 31, 1924 
| CASH CAPITAL, $1,200,000.00 
| Bonds and Stocks Owned..... — eid ie aaicihal $ 6,773,485.32 Legal Revere Life Ineranes Pel ost 5,155,187.82 

Mainly Go S County, and M — = 
| Som 
| (Mainly loans on Oa Same conmd ty a aged corer increased Diaby’ Gis acoooni 750,000.00 
e h in Banks i Rsdcancnasnsnighiiasenesenseses ee se 
| ee ain wt ntact) We OS eee 

ewan x: Office Building) pe , Gross Premiums Paid in Advames...............+050++0000: 
Se = oo. me 
es Se “kee, ea 

Interest Accrued and Unpaid..................0cccccceceee 130,319.40 All Gther Heams.....cccccccccccccccccccccccccccvcccccccvece 71,567.00 
| (Overdue Only 98,2003) NE BO i codstpininssengenesall $10,200,040.12 
CAPITAL AND SURPLUG..............ccccccescesceeees $ 2,870,063.87 
| GUD Cb ds pndebeteesccadecsssecccbsiseccercsced $13,070,123.88 (Margin of Safety to Polieyholders over all Liabilities) 
| GROWTH BY FIVE YEAR PERIODS 

ASSETS YEAR ENDING 
| Dec. 31, 1904 $114,674.79 
Dec. 31, 1909 $416,448.77 
| Dec. 31, 1914 $1,394,071.67 
Dec. 31, 1919 $4,415,089.26 
| Dec. 31, 1924 $13,070,123.99 
| CLAIMS PAID YEAR ENDING POLICIES IN FORCE YEAR ENDING 
Dec. 31, 1904 $ 123,452.12 Dec. 31, 1904 72,708 
Dec. 31, 1909 $ 404,107.01 Dec. 31, 1909 170,483 
Dec. 31, 1914 — $1,417,261.41 Dec. 31, 1914 438,894 
Dec. 31, 1919  $3,303,721.05 Dec. 31, 1919 1,007,236 

Dec. 31, 1924 $5,020,662.91 Dec. 31, 1924 1,387,470 
+ Total Claims Paid 25 Years Ending Dec. 31, 1924 - - $ 40,141,939.18 
| Total Life Insurance in Force Dec. 31, 1924 ----- $155,397,938.00 
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Provident Mutual 
Life Insurance Company of Philadelphia 
Pennsylvania ———— Founded 1865 


Over forty per cent of the new business 
of the Provident Mutual is upon the lives 
of old policyholders who not only evi- 
dence their satisfaction by insuring their 
own lives, but by recommending the 
Company to their friends. 


Especially valuable to the agents of the 
Provident Mutual is the active good will 
of those whose Old Age Endowments 
have matured. 

















Safe and Secure 


For 80 Years 


When the Mutual Benefit was organized in 
1845 there were only a few Life Insurance Com- 
panies in the United States. Through the Wars, 
Panics and Epidemics of all these years, it has 
always stood safe and secure as a foremost disciple 
of Pure Life Insurance. 





The 


Mutual Benefit Life Insurance Co. 


Organized 1845 


Newark, New Jersey 








HOME LIFE INSURANCE COMPANY 
OF AMERICA 
Incorporated 1899 
PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 3 months 
next birthday to 60 years. 
' Industrial policies are in full immediate benefit from date of issue. 

Ordinary policies contain a valuable Disability clause and are guaranteed by State 


Endorsement. (G009p CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN,Secy. JOHN J. GALLAGHER, Treas. 





VALUE OF “FIRESIDE 


Prudential, Speaks at Phila- 
delphia Congress 


Home Means Fewer Lapses and 
Not-Taken Policies 


Edward Gray, vice-president of the 
Prudential, had as his subject at the 
Philadelphia sales congress, “Fireside 
Canvass.” In showing the importance 
of presenting life insurance in the home, 
he said: 

“Life insurance companies were 
founded with a view of conserving the 
home, protecting widows and children, 
and of furnishing in the later years some 
provision for old age to those who have 
traveled far down the highway of life. 
We must not get into the way of think- 
ing that a man advanced in years needs 
no protection, for there are so many 
cases where young or older persons are 
dependent upon those of great age. Get 
your people at the home office to tell 
the circumstances in connection with the 
estates of those who had reached 80 or 
| 90 years of age before death and you 
| will have your eyes opened! Elderly 
| people with a steady income are never 
| so old as those who are dependent. Let 
| us strive to the utmost to keep this spirit 
| of independence: alive in the young and 
| the old. 

“Home Folks” Beneficiaries 





| 
| 
| “No matter how many the channels 
| of usefulness to which life insurance may 
| be applied are opened up, there will 
| always remain that great majority of 
| cases where the home folks will be the 
| beneficiaries, and therefore the agent ‘will 
| do well to fit himself for the broader 
field of activity by making himself ex- 
pert in the sale of contracts which will 
| keep the family together, prevent pov- 
erty and that sharp contrast between 
affluence, comfortable circumstances and 
the hard drudgery to which people un- 
fitted for such tasks may have to*endure. 

“Fireside canvass means talking about 
the greatest business in the world to the 
people who are most interested in and 
benefited by it. Your appeal is made to 
the home builders. 

“T like the homely comment of Horace 
Greeley on life insurance: ‘There are 
many all around us who ought to take 
out policies at once in deference not 
merely to the security and comfort of 
their loved ones, but to their own peace 
of mind as well. They cannot afford to 
live in constant dread of the hazards and 
privations to which their untimely de- 
cease would expose those dearer to 
them than life itself.’ 





Should Lay Out Program 


“The thoughtful agent who plans a 
fireside canvas will find it pays him to 
lay out a program covering lump sums 
and income insurance. Suppose a man 
does skimp and deny himself to pay for 
a good amount of insurance? Who will 
blame him for thus taking care of his 
|family in the years they are growing 
| up, and who will fail to praise him if his 
foresight enables him to live independ- 
ently in his old age? Advise the bread- 
winner how best to meet through life 
insurance contingencies likely to arise 
and see that as economically and effec- 
tively as possible the needs of the sit- 
uation are met with respect to present 
and future. 

“The more complete the understand- 
ing at the home of the benefits of life 














insurance in its varied ramifications, the 


CANVASS” OUTLINED 


Edward Gray, Vice-President of 


APPEAL TO HOME FOLKS 


Better Understanding of Insurance in 






less likelihood of ‘not taken’ policies 
lapses. If it be understood that , 
insurance is to provide means fo, , 
support of the wife during her lifes, 
of the children until they are ab}, 
work, it will be easier for the mem} 
of the household to exercise self-deyy 
to practice economy. hen the life; 
surance policy proceeds are applie 
the liquidation of debts, the family , 
realize how potent a factor it is x 
conservator. 

“I am striving to keep as far ing 
statistics as I can, and when I say 4, 
there are more widows than widow, 
I know you will believe it, for there » 
so many proofs of this in the wo 
around you. There is a reason for thy 
of course. In a great many cases # 
husband is the older. The evidence} 
to be seen in your offices. Look at 
applications you fill out. Note the ap 
of the beneficiary. Look at the de 
claims as they are presented. I recenty 
reviewed the records of over 500 claim 
because I wanted to make assurang 
doubly sure in respect to the bene. 
ciaries under these policies where th 
husband died. In 381 cases the widoy 
was the beneficiary. In 54 instances th 
estate, leaving the remaining 65 cass 
scattered between parents, children ay 
14 assignees. You can see by this thy 
the money was going to the right pe 
ple. If you do not make a fireside ca 
vass, there may be no fireside for th 
family. 

“The income which keeps the firesik 
bright and cheerful is often derived from 
a business in which the insured ha 
partners and employs many peopk 
Your program should include partner. 
ship or business insurance to protect 
the partners and employes, and to kee 
the business as a ‘going concern’ afte 
the death of the insured. Your firesik, 
canvass will afford opportunity also te 
urge insurance for charitable purpose 
and the support of the benevolent e- 
terprises in which the head of the family 
is interested, and it also gives an oppor- 
tunity to say a good word for grow 
insurance. 


Call After Insurance Is Placed 












































































































“There is a tendency, and we have all 
noticed it, to write the application in the 
first instance for too small an amount, 
and then to forget to call again. Ifit 
is worth while to visit a prospect and 
call back time and again to secure his 
application, it will certainly do no hut 
to call on him after the insurance has 
been placed. An examination of claim 
papers will show how faithfully the 
work of familiarizing one’s self with 
the insured and his needs has been cat- 
ried on, and the same review will also 
make you wonder why some one did 
not approach the insured and induce him 
to add to the insurance he carried. But 
you cannot write business on the dead. 
“The duty of canvassing the home 
must be prosecuted with the greatest 
vigor. There is no danger that the field 
will be exhausted. Every man engag 
in the business of life insurance will find 
prospects innumerable through whom he 
will secure honorable competence and 
to whom he will in return render val 
uable service.” 


Bullitt to Make Arguments 


Attorney William Marshall Bullitt, 
who was formerly solicitor general ot 
the United States, has been retained by 
the Association of Life Insurance Prest 
dents to participate in the argument be- 
fore the United States Supreme Court 
April 13, on the celebrated Frick fed- 
eral estate tax. In this case the Frick 
heirs are protesting against the tax 
life insurance proceeds left to name 
beneficiaries. The government lost ™ 
the lower court and took an appeal t 
the United States Supreme Court. 


Work in Ohio and Kentucky 


Assistant Agency Manager H. } 
Cummings of the Minnesota Mutual Lite 
will for the next six weeks be working 
in Ohio and Kentucky appointing gen 
eral agents. The Minnesota Mutual ex 
pects to organize this territory very “@f* 
fully. 
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“If wishes were horses beggars would ride” 








F beggars by wishing could ride they would nevertheless be beggars. 
I A nde would get them nowhere, nor would it, even to them, mean 
anything. 

The ride is the thing and that pre-supposes that the right to ride has 
been earned and the destination has been thought out fe oond foot is put 
in the stirrup. 

But after all the old proverb has an appeal for us. Its sarcasm ex- 
poses the futility of wishing without working; it suggests that dreams do 
not come true without effort. 

It is all right to wish. The man who dreams of nothing and wishes 
for nothing generally will not work and will get nothing. e man who 
gets something visualizes it first, wishes for it, and then works for it. 

When General Grant told his wife that they were poor because all 
their property had been lost through the rascality of a business partner, 

rs. Grant was naturally much grieved. “But,” said the general, “It is 
nothing to compare with what it would be 

if one of the children had gone wrong.” 

The proverb suggests that there is a “wish” in most human hearts. 
Serious-minded men and women realize responsibilities, and if in moderate 
circumstances, they wonder how these obligations can be met. Therefore 
they “wish.” 

About what does your dearest wish centre? Your children of course. 
If you live you will take care of their training and education. Your pro- 
ductive power will give them a chance in life, a chance to ride. But 
suppose you do not live. 

Can they in that unhappy event be educated? Can they ride? They 
can. They can by your forethought; and they will not be beggars either, 
and in doing it you will not indulge in mere dreams. Your wish will 
become a reality. They will know how to ride, whither to ride, and what 
to do when they get there. . 

All this can be done through Life Insurance. 


Life Insurance is a real magician. 


It makes wishes real horses and the otherwise helpless can ride. 


Send for a New York Life agent. He will give you a good “mount’’ 
for which you can pay (no begging), and a destination—the protection of 


your dependents. 
NEW YORK LIFE INSURANCE COMPANY. 
DARWIN P. KINGSLEY, President. 


NOT A COMMODITY, BUT A SERVICE 
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Insurance in Force 





Des Moines, Iowa 


DECEMBER 3lst, 1924 


Royal Union Life 


_ INSURANCE COMPANY 


$ 17,061,347.06 


A. C. TUCKER, President 


118,031,431.00 


D. C. COSTELLLO, Secretary WM. KOCH, Vice-President 
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Organization 
Methods —_ Personnel 


Insurance Companies 


Equipment 


H. A. HOPF & 
COMPANY 


MANAGEMENT ENGINEERS 


Specializing in Advisory Work for 


Standardization 
Modern Office Planning 


Main Office—40 Rector St., New York 
Western Office—327 S. La Salle St., Chicago 














OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 


J. N. WARFIELD, Jr. 
Dr. J .H. IGLEHART. 


Eureka-Maryland Assurance Co. 


Standard Ordinary and Industrial Policies 


J. C. MAGINNIS, President Treasurer 
3: SARAT MAHGOL View President = 











National Underwnter want ads are result getters 








PROVIDING PROTECTION 
FOR AVERAGE FAMILY 


More Important Than Closing Mil- 
lion-Dollar Cases, Says M. 
Nelson Bond 


HOW TO MAKE APPROACH 


Baltimore Man Outlines Selling Plans 
in Address Before Philadelphia 
Sales Congress 


—--_ 


Speaking at the sales congress in 
Philadelphia, M. Nelson Bond, general 
agent of the Travelers in Baltimore, and 
a million-dollar personal producer, em- 
phasized the importance of caring for 
the needs of the average family. He 
said: 

“While it is very inspiring and very 
profitable to write the Wanamakers, the 
Drexels and the DuPonts, for the $500,- 
000 and $1,000,000 policies, we render a 
far greater service and a greater good 
by writing the Smiths, the Jones and 
the Browns, who represent the average 
citizen, for the $5,000 and $10,000 poli- 
cies, and writing them on such a basis 
that the proceeds when paid will render 
the greatest good to the family con- 
cerned. 

“What is the average family—isn't it 
true that it is headed by a man, who 
by virtue of possessing certain abilities 
that he sells to his employer or in some 
instances to himself, produces a certain 
definite income each month, each year. 
Isn’t it true that this average head of 
the family has a wife that he thinks is 
the grandest, sweetest woman in the 
world, and who by reason of devoting 
her time and life to looking after other 
branches of the family has become de- 
pendent upon the income that the abil- 
ities of the head of the family produce 
each month, each year? The other 
branches of the average family referred 
to are the children, who likewise are 
dependent on the same productive power 
of the abilities of the head of the family. 

“It matters very little, although we 
do know that inheritance taxes have to 
be paid and the estates have to be set- 
tled, whether Wanamaker, Drexel or 
DuPont leaves $500,000 or $1,000,000 
more or less. Ofttimes the wives are in- 
dependent of them in their own right, 
likewise their children; their estates are 
always substantial, but Mr. Average 
Citizen that we have been referring to 
hasn’t any inheritance taxes to pay, he 
hasn’t any estate to settle, he has a 
wife that is dependent, and whose hours 
are given to the raising of the children; 
he has a mortgage on his home to worry 
about, and at least a subconscious 
thought in his mind that if pneumonia 
or typhoid fever or an accident takes 
him away, then that wife and those chil- 
dren have lost the earning power of his 
_ makes life, comfort and home pos- 
sible. 


Must Educate Average Agent 


“Isn’t it also true that with average 
citizens we have average agents, and the 
greatest contribution that this sales con- 
gress could offer would be something 
that would teach Mr. Average Agent 
how to deal with the problem of the 
average family? Awaken that subcon- 
scious thought that if the head of the 
family dies, those that he loves and cher- 
ishes most will be scattered by the vicis- 
situdes of life and left to exist on only 
the feeble efforts of the wife. In some 
way she will be securing a livelihood, 
which is indeed indefinite, and by the 
very nature of her abilities would be 
limited, and in securing even this sort 
of a livelihood she would be compelled 





to be taken away from home, and no 


longer render that motherly service 
the children require during their gy 
hood period. 

“Of course, it is necessary to make, 
proper approach to disarm SUSDig 
and create an element of confidence 4, 
he will tell us about his wife, aboy 
children, and tell us about the mortg, 
that exists on “his home. We then >, 
ture to him that by a small deposi, 
a certain amount of money a year 
can guarantee, if he is taken away, iJ 
his wife will be provided, for a perigd 
of years or possibly more, with a ¢ 
inite income of $50 or $100 a mong 
‘Think’, I would say to the man, ‘yy 
that will mean to her.’ 

“Then selfishness creeps in and wh 
pers, ‘Why not use this money for oth 
things? You should buy an automohj 
the neighbors on both sides of you ha 
one, Why not a radio? Why not; 
longer vacation this summer? To tj 
type of man we find that if we will w 
the long term endowment, assuring hig 
that if he lives the money will be paij 
to him, and that if he dies, the mone 
will be paid to the wife, and that a ma 
will either do one of two things, live g 
die, this ofttimes helps us. If, on th 
other hand, this does not serve the pw. 
pose, call his attention to the fact thy 
a disability clause can be placed on th 
policy; picture him as disabled, wit 
his income impaired, with his expense 
resulting from doctor and hospital ser. 
vices materially increased, and show him 
that our policy provides for a definite 
monthly income to him were he to bk 
disabled, with a protection for the wit 
were he to die. 


Don’t Name Prominent Men 


“In our office we use a large list of 
policyholders. We do not use the names 
of our most prominent policyholders, 
due to the fact that we have found that 
the average man when compared with 
the prominent citizen always says, ‘Wel, 
he has the money to do it, and men- 
tally places himself in another category, 
and does not want to go further. We 
have found that it is a great deal bet- 
ter to be able to point out men to him 
who belong to the same lodges or or- 
ganization, that live in the neighbor- 
hood, or are in the same line of busi- 
ness, or possibly selling or purchasing 
a commodity that he is interested in. 

“One of our most successful agents 
in Baltimore today has standardized his 
sales talk. His approach is this: ‘Mr. 
So and So, I understand that you are 
carrying life insurance, and my reason 
for coming to see you is this, that we 
want to lay before you a plan by which 
you can provide an income for your wife 
and children for a period of five years 
after your death, a sort of a salary con- 
tinuance plan. It has been our expe 
rience, based on observation, that when 
the head of the family dies, the most 
critical period is the first five years 
after a man’s death. In five years mat- 
ters will adjust themselves one way of 
another—your boy will have gotten 
older, the two years necessary for him 
to finish school will have passed; your 
daughter, whom you possibly intended 
to remain at home until she married, 
might be required or feel it her duty to 
contribute to the family’s support, and 
to do this might require special trait- 
ing, which likewise necessitates money. 
In a year or two she will be qualified to 
enter the business world. Possibly your 
wife and children will feel the necessity 
of curtailment to such an extent to dis- 
pose of the home and rent an apartment, 
but without question the first five years 
after your death will be the reconstruc- 
tion period. At a very small cost (we 
quote here the premium on $5500 of of- 
dinary life insurance) we can provide 
that when you die, your wife will re- 
ceive for five years $100 a month. After 
this period your family will be able to 
go along in the proper way.’ 

“We find that this approach and sales 
argument has a genuine merit, and tt 
has been the experience of our repre 
sentative that when a great many men 
note how little it cost, they inquire 
what the income would cost for a ten- 








year period, or even for life.” 
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on Point Program of 
Progress Outlined in 
Address by E. F. Colborn 


>AKING on “Paying the Price” 
) ee the annual Tri-State sales 
ngress at Philadelphia last week, Earl 
. eolborn, general agent for the Con- 
ecticut Mutual Life, gave a “Ten Point 
Program of Progress” as follows: 


The development of power and 
personality : Physical fitness and mental 
ontrol. Persistent, systematic seli-de- 
velopment along constructive lines is the 
most important single item in the pro- 
cram. Lhe biggest factor in successful 
salesmanship 1s “man-stuff, or we may 
all it “personality,” if by that term we 
mean the sum total of the physical, 
mental, and spiritual qualities that make 
man what he is. In this broad sense, 
nersonality, or character, 1s the chiei 
lement in success: and the deliberate, 
onscious development of your person- 
ality and character has a vital bearing 
pon your progress as a life under- 


writer. 


1. 





* *x * 
9 Definite business objectives to be 


set up: Yearly and monthly objectives— 
minimum weekly quota. How are you 
going to get there if you don’t know 
where you're going? Clearly defined 
objectives today are a necessary and 
accepted phase of correct procedure in 
all lines of human endeavor, and by the 
very nature of sales work, objectives or 
quotas become of more than usual sig- 
nificance. However, setting up your ob- 
jectives will be worse than useless un- 
less you take them seriously as an 
immediate binding obligation, and then 
go out in dead earnest to make good 
on them. 






* * * 


3. Definite organization of time and 
energy on an efficiency basis: Study 
time—charting time—selling time— 
scheduled activity. It has been said that 
“time is money,” but the metaphor is 
entirely inadequate: money lost or 
wasted can be regained, money fluctu- 
ates and in general is a very uncertain 
thing, whereas time is absolute and can 
neither be regained nor replaced—once 
gone, it is gone forever. No, there is 
no proper comparison: time is time. 
Each of us has just so much time to use, 
and how we use it determines to a great 
extent our progress and profit. 

_In budgeting our limited supply of 
time, we must decide just how much 
we want to spend as a part of the pur- 
chase price of success—and right there 
is where a lot of us default in payment. 
We don’t spend enough time on the job, 
and very few of us get maximum re- 
sults out of the time so spent. This is 
a big subject in itself and I can only 
state certain broad generalizations. I 
know of no man who has been able to 
buy notable success in the life insurance 
business at the price of eight hours per 
day! We should plan to put in at’ least 
36 hours per week in actual field work. 
Life insurance is sold im front of the 
prospect and most of us spend alto- 
gether too little time in his presence! 

oo 

4. Definite planning of field activity. 
Life insurance field work calls for intel- 
ligent, definite, detailed planning; with- 
out such planning our entire program 
of progress breaks down—default at this 
point means disaster at every point. In 
‘act, every phase of our working plan 
8S So correlated and interwoven with 
every other phase that a let-down at any 
point means partial nullification of the 
whole plan. 

Planning of field activity should com- 
Prehend such matters as: Charting each 
day's work the evening before; making 
your plans definite, precise and ade- 
quate; zoning your calls; briefing your 
penn nr pe canvass for each 

; Preparing and arrangi yrit- 

ten material. 4 oe 
* * 7 

é 5. A minimum standard of field ac- 

vity: Make 8 to 12 personal contacts 

Per day (including at least two new 

Prospects). Have 4 to 6 interviews per 





Dr. Rice of Detroit 
Says Life Men Are 
Agents of Service 


EV. DR. MERTON S. RICE in his 
R talk before the Detroit Life Un- 
derwriters Association declared 
that he had watched the life insurance 
business grown with a new sense of 
service. Dr. Rice in his comments said: 
“You have gotten away from the old 
interpretation and you don’t have to 
argue. It’s only a question of how he’s 
going to pay the premium. Every time 
I have to pay a premium I’m busted. 
Maybe I’m busted all the time but I 
don’t recognize my condition until the 
bill comes along. 


Greatest Agents of Service 


“You are the greatest agents of ser- 
vice that ever lived. There was a time 
when people thought you were drawing 
their blood out of them when they had 
to pay the premium. They thought in- 
surance of their lives was irreligious. 
Not now. 

“Long, long ago, an insurance man 
put it over my father. That’s what we 
all thought at the time. He'd be all 
the time saying, ‘I can’t pay, I can’t 
pay’ and he’d run short the day the 
premium was due, but mother would dig 
$1.25 or a couple of dollars or whatever 
the shortage was, out of her little old 
stocking and make good. 

“Well, the policy matured and mother 
bought a niece of land with the money 
and she’s been getting the good of it 
ever since. 


Don’t Have to Be Orators 


“You men don’t have to be orators 
to sell insurance. Show your man a 
way to pay for it. You are showing him 
how to put some money in the safety 
zone. Show him how he can pay for 
that protection, and fix things so the 
widow can’t spend the safety zone de- 
posit all at once. 

“A woman I knew had some money 
left to her in an insurance policv and 
three crooks went all the way to Chi- 
cago to get it away from her, and they 
nearly succeeded. The outstanding fea- 
ture of life insurance today is the way 
the money is tied up and made to do 
what the dead man wanted done with 
it.” 








day—four the minimum. A_ weekly 
standard for high tension field work as 
follows: 36 hours in the field; 50 per- 
sonal contacts; 15 new prospects; 25 
interviews; 2 applications. 

x * os 


6. Consecutive weekly production: 
An irreducible minimum in frequency of 
sales. “Do you believe there can be any 
real justification, barring illness, for a 
salesman with experience going through 
an entire week without securing a single 
application?” Face that question seri- 
ously. If you do so, and are honest 
with yourselves and have the courage of 
your convictions you will resolve to 
make a record of consecutive weekly 
production. 

* * +. 


7. Intensive prospecting under a def- 
inite system. The “Forty-niner” in 
search of gold began his operations by 
intensive prospecting—his prospecting 
was so significant to his work that he 
was dubbed “prospector.” If we are go- 
ing to find the gold we are seeking in 
the life insurance business, we, too, must 
become energetic, persistent “prospect- 
ors.” 

* * * 


8. Daily inventory and analysis of 


work done. 
* * 


9. Business-building records of cli- 
ents and prospects: Case-histories of all 
sales negotiations and service. 

*_ * * 


10. Standardized selling practice: A 
definite technique for every phase of 
your selling operations. 














Admitted Assets.. $10,649,568.00 


Paid for Insurance 
in Force....... 


77,058,168.00 


Total Paid Policy- 


holders........ 


6,987,243.00 


West Coast Lire 


INSURANCE COMPANY 
HOME OF FICE - SAN FRANCISCO 


The only company on the Coast carrying Group Insurance — F is 
} 
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100 PER CENT 
EFFICIENCY 


Life men find our methods bring their efficiency up to 
100 per cent. 





We consider every man insurable and rate each case 
on its own impairment and amount of risk involved. 


We take the “Blue Monday” out of the life insurance 
business by helping you salvage your wasted energy 
expended on Sub-Standard business. 


We have everything in the life game to offer. Let us 
tell you how. 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


I. G. LONDERGAN 
Vice Pres. & Gen’l Mgr. 

















“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 
The Capitol Life Insurance Co. of Colorado 


Clarence J. Daly, President 
Denver, Colorado 














We have opportunities for Agents in 
Arkansas, Illinois, lowa and 
Minnesota 


International Life & Trust Company 
Home Office: MOLINE, ILLINOIS 
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$10,000-°° a Year 


WE ARE PAYING THIS in earned commis- 
sions to men who never made half as much before. 


We can’t write the applications for you but we 
do give our agents unlimited scope to exercise their 
abilities in selling LOW COST INSURANCE for 


a good company. 


WE PAY INCREASED COMMISSIONS for 
increased volume, either personal or written through 
agents, and offer EVERY ENCOURAGEMENT to 
growth and development. 


YOU DEAL DIRECT WITH THE HOME 
OFFICE 







UNRESTRICTED TERRITORY 
VESTED RENEWALS 

AUTOMATIC PROMOTION 
OVERWRITING ON APPOINTMENTS 


BONUS FOR $50,000 OR $100,000 PER- 
SONAL PRODUCTION 


PERFECTED ENDOWMENTS TO SELL 
THESE ARE SOME OF THE ADVANTAGES 
WE OFFER! 

WE HAVE ENTERED CALIFORNIA. 


The Columbus Mutual Life 


Insurance Company 


580 E. Broad St. 
Columbus, Ohio 


C. W. Brandon, President D. E. Ball, Vice-President and Secy. 



























THE OLD LINE 


CEDAR RAPIDS LIFE 
INSURANCE CO. 


A Good Western Company 





Up-To-Date Policies Liberal Contracts 
Good Opportunities in 
lowa, South Dakota, Minnesota, Nebraska 


Cedar Rapids 


lowa 








L. A. CERF AGENCY HAS 
FINE SALES CONGRESS 





New York Agency of Mutual 
Benefit in Annual Meeting 
Has Fine Attendance 





MANY OFFICIALS PRESENT 





Plans Discussed at One-Day 
Gathering 





The annual meeting of the L. A. Cerf 
agency of the Mutual Benefit Life at 
New York City was held Monday with 
an all-day sales congress and banquet 
in the evening. The program for the 
day was unusually full and well bal- 
anced, with talks by home office officials 
and some of the leading agents. The 
chairman at the morning session was 
Walter T. Daenitz, chosen according to 
custom because his production for the 
year was the largest of the agency. 
George P. Moffat, second of the agency’s 
producers, presided at the afternoon ses- 
sion. 

Tells of Company’s Progress 

Percy C. H. Papps, 
from the home office, 


mathematician 
was the first 


the company’s progress from the stand- 
point of the actuary, pointing out vari- 
ous changes such as the change from 
a mixed 3 and 3% percent reserves to 
a straight 3 percent, giving greater se- 
curity to policyholders, the writing off 
of book values of bonds to their actual 
value, which necessitated a transfer of 
$1,825,000 from the contingency funds 
and policy reserves, these changes be- 
ing made voluntarily by the company 
to afford the maximum security to 
policyholders. He also stated that last 
year 82.7 percent of the company’s 
business was written on the ordinary 
life plan. From this he went into a 
discussion of the special policies offered 
by various companies. He reminded 
thet if these special policies are issued 
on a sound actuarially proper basis, the 
public gets nothing at all from them 
for which it does not pay, and, that in 
the long run the policyholders are better 
satisfied with the ordinary forms. He 
spoke frankly of the- twisting and 
switches of policies which are known to 
exist, putting it up to the agents to deal 
squarely with policyholders and com- 
pany. 


aa. N SoA 


Self C 


C. D. Kenny gave a humorous talk 
in which he interspersed some worth- 
while suggestions. He dwelt upon the 
need for self-confidence, drawing his 
illustrations fro mthe ring, where many 
fighters are unsuccessful, though they 
have apparently all the necessary quali- 
ties except confidence, while others 
seemingly deficient in many ways, are 
yet successful through an abounding 
self-confidence. An instructive discus- 
sion of business insurance was given by 
Hyman Berman, of Brooklyn, who 
addressed the recent sales congress of 
the New York Life Underwriters Asso- 
ciation on the same subject. 


Self Efficiency Plan Explained 


W. H. Beers, Rochester, N. Y., gave 
one of the leading inspirational ad- 
dresses of the day, telling of some of 
the ideas and methods of salesmanship 
in the development of which he had had 
some part. He told of his increased 
success since the first of February, 
when he adopted a rew plan of self 
efficiency requiring his presence at the 
office at 8 a. m., with careful planning 
and conversation of his time to the 




















Salesmanship Material and Company | 









most successful selling time to be 
the morning. The two big points of 
present plan are seeing more pq 
through his earlier start, and talking 
terms of ideas rather than of figure, 
details. 

L. A. Cerf, Jr., told of his impresg, 
of the company’s Buffalo conven 
and F. W. Pennell in a brief talk « 
ing the morning session described ¥ 
‘methods of finding the men who 
really prospects by the developmen 

what corresponds to the newspa» 
|man’s “nose for news.” It pays , 
| agent to learn to distinguish those 
are true prospects in order to save ¢ 
and reach his highest efficiency, 

Medical Director on Program 


Dr. Ward, medical director spoke 
the afternoo non some of the meds 
phases of life insurance, considering 
pecially the problems of weight, aj 
men and sugar, and the various fo 
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speaker on the program. He told of | 
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greatest advantage. He has found his 

























of pleurisy, after which he answes The \ 
questions for various agents. James that mé 
Stokes of Philadelphia gave a talk @ meant | 
the production of the average policy, mm S@"°° 
subject which he treated fully at Mme? ™2" 
sales congress of the New York Lage 2@°0“ 
Underwriters Association. lite inst 

Oliver Thurman, superintendent gage "°S th 
agencies, made an inspirational addr ®t. © 
on the remarkable insurance career (mm °°!" 
Clay Hamlin, who failed completely time °° "SP 
first two times he attempted to become 29. *° 
a life insurance agent, returning to tame 2 DY 
$150 a month job. He tried a thing &U"® 
time, agreeing to the stringent program °° * 
prescribed for him by the manager, aif © 
last year sold just a few thousand unde 
$6,000,000. Mr. Thurman gave a fil The 
account of the daily program and pal written 
of operation whereby Mr. Hamlin hy practic 
won this success. panies 

Short addresses were made by D. RM feature 
Mason and C. W. Wunder, the forme MM tection 
speaking on the necessity for finding MM the tir 
the shortest cut from the agent's point HM and ha 
of view to the proper attitude on th MM terest 
part of the prospect. Mr. Wunder tod bankin 
of educational methods with new men, ™ sales 
and the desirability of sending the be i much : 
ginner out with an experienced sale that 1 
man. beyon: 

Relates Experience in Detroit ability 

H. D. Cutler, supervisor of agents _— 
at Detroit, made a very valuable cor anes, 
tribuntion on the training of new agents 
and the bolstering up of those not 
successful, based on his own experiences PRIZ 
in Detroit. He described a club forme 
in that agency for the purpose @ 
studying the obstacles confronting the Anno! 
men, and the personal efficiency of the E. 
men themselves. Through the use a 
daily reports accounting for all the time 
spent in every way, these men produced 
50 per cent more business than before An 

Banquet Well Attended aie 

Some 225 attended the banquet in the be m 
evening. President John R. Hardin ws under 
the first speaker, taking as his subject Heilr 
the investment side of the company. Ht Scho 
described the machinery for handling Univ 
the funds, and the advantages of as amov 
board of directors. In the case of th offere 
Mutual Benefit the board is compos spect 
of only 12 men, all of the local regio mitte 
so that practically a full attendance 8 prize 
assured at every meeting. The boar Chic: 
must pass upon all of the policies @ Ar 
the one finance committee, and ft searc 
quently overrules the decisions 0! this num! 
committee. comy 

Vice-president Edward E. Rhodes Use 
talked about the new building which § the 
being erected in the northern section Fam 
Newark. It is hoped that it will b jects 
ready for occupancy by the end of the incly 
year. The building is planned to pe orga 
mit additions so that eventually it may Con 
take care of 5,000 employes. — Mr. Ce Ai 
spoke of the agency organization and its be 1 
work during the year. He congrats tary 
lated Walter T. Daenitz and George *: Lev 
Moffat, who stood in first and seco Cor 
place respectively, and also those at Uni 
the gold, purple and red tables. 

Following the banquet the Hillcrest 
orchestra provided music for dancing ton 
which lasted until a late hour. ; paig 
Huntington, Jr., was chairman of & Blu 





tertainment. 
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BIG DUTY OF THE LIFE SALESMAN IS 
TO PROPERLY PROTECT HIS CLIENTS 

















OW much is a life insurance agent 
responsible for men and women 
vith whom he comes 1n contact not be- 
ng properly protected ? It is, of course, 
Ln old question, but one that no man 
sho takes up the business can escape. 
In perhaps no other line of human ef- 
fort save that of preaching the gospel is 
4 man so much his brother’s keeper as 
when he assumes to be a life insurance 
agent and accepts the responsibilities 
the occupation entails. 


| 

















Disability Clause Needed 





The writer has just come upon a case 
that may or may not illustrate what is 
meant by the responsibility of a life in- 
surance agent. He met and talked with 
a man about 60 years of age, who is 
practically blind. He has $160,000 of 
life insurance and not a dollar of it car- 
ries the disability provision. He has 
not been able to do any work at his 
business of contracting since 1917, and 
he is paying out the great sums neces- 
sary to carry this protection, when, in 
all human events, he might have been 
getting money from the companies if 
f some agent had been alert in his inter- 
ests. 





More Salesmanship Needed 


The great bulk of this business was 
written within the last 15 years, and 
practically all of it since the com- 
panies have been writing the disability 
feature. The assured carried the pro- 
tection to take care of debts, as most of 
the time he was in debt on contracts 
and had to hedge in this way in the in- 
terest of his family and to protect his 
banking and other backers. It took 
salesmanship to sell any man _ that 
much insurance. The same salesmanship 
that placed the policies could, almost 
beyond question, have added the dis- 
ability protection. Here is a man, fol- 
lowing an active life, sitting in dark- 
ness, his family renting rooms to keep 


| 


By HERVEY W. LAIRD 


1 Agent at Lakeland, Fla., and Former Assistant Secretary of the National 
Association of Insurance Agents 


the expenses looked after and the whole 
of them struggling to meet the pay- 


| ments on life contracts. 





| 
| 
} 
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It is true that the assured always 
stood out for cheap insurance. He was 
sold more on the idea of its offsetting 
his debts than any good it might be to 
him later in life. He had a sort of con- 
tempt for what was called the frills of 
the business. What he wanted was 
“straight life,” and he said it with a 
pride of knowing what he wanted. But 
he did not know what he wanted. He 
just thought he did. A good agent 
ought to have made him see what he 
needed, not altogether what he wanted. 
An agent with a vision would have seen 
the possibilities of just such a situation 
and painted it so plain that even a hard 
head of the dumbest type would have 
seen it. I wonder how the agent who 
wrote this business would feel if he 
could walk by and see that old man 
sitting on his veranda, helpless and im- 
potent, dependent upon others for his 
sight and movements, when but for per- 
haps for an inexcusable lack of a vision 
he might have been at least receiving 
$1,000 a year, plus the cost of the insur- 
ance that is now certainly a burden. 


Agent Not on the Job 


Maybe, indeed, it was impossible to 
make the man buy the additional pro- 
tection. Maybe he was well and hearty 
and far from any idea of helplessness 
when he did buy and saw things in the 
arrogant way health often makes us see 
things. But there must have been times 
after the policies were issued when the 


| matter might have been taken up by a 


| 
| 


live agent. Surely the agent who got 
him first might have added the rest of 
the coverage by exercise of real service, 
real interest in a customer on his books. 

At any rate, it gives a good life in- 
surance man a sickening sensation when 
he takes in the situation. 








PRIZES FOR RESEARCH GIVEN 





Announcement Is Made by Dean Ralph 
E. Heilman of Northwestern Uni- 
versity School of Commerce 





An opportunity for research and 
writing in the financial and legal fields 
is represented in an award of prizes to 
be made in the autumn by a committee 
under the chairmanship of Ralph E. 
Heilman. Prof. Heilman is dean of the 
School of Commerce of Northwestern 
University, Chicago. The leading prize 
amounts to $2,500. Secondary prizes are 
offered for monographs amounting re- 
spectively to $300 and $200. The com- 
mittee of award is enabled to give these 
prizes through a donation made by the 
Chicago Trust Company. 

An extensive list of topics for re- 
search is published. This includes a 
number of questions relating to trust 
company banking. An example is “The 
Use of Insurance and Trusteeship in 
the Development and Conservation of 
Family Estates.” Various other sub- 
jects in the field of general finance are 
included, such for instance as “The Re- 
organization of Jeopardized Business 
Concerns.” 

An announcement of the prizes will 
be mailed on request sent to the secre- 
tary of the committee of award, Prof. 
Leverett S. Lyon of the School of 
sommerce and Finance, Washington 
University, St. Louis, Mo. 





The LincoIn Reserve Life of Birming- 


ham, Ala. will direct a renewed cam- 
Bt €n for Arkansas business from Pine 

uff. The aptaes, is in charge of G. J 
. T. Dearing. 


Gough and 





BIG GROUP POLICY IS TAKEN 





Public Service Corporation of New Jer- 
sey Arranges With the Prudential 
for Its Coverage 





Public service corporations have been 
quick to see and avail themselves of 
the advantages of group insurance for 
their employees. The latest insurance 
transaction of such a public utilities or- 
ganization is that of the Public Service 
Corporation of New Jersey, which re- 
cently insured its 12,000 men and women 
workers for a total coverage of between 
$15,000,000 and $16,000,000. This cor- 
poration provides local transportation, 
electricity and gas to communities 
throughout New Jersey. 


Premiums Are Divided 


The premiums are shared by the em- 
ploying company and the workers, the 
latter paying 60 cents a month per 
thousand. 

There are now more than 8,000 em- 
ployers in the United States carrying 
group life insurance for 2,250,000 em- 
ployees. Many of these are upon pub- 
lic utility organizations. Group insur- 
ance had its birth in a period of normal 
business conditions, and its growth has 
been steady through prosperity, infla- 
tion, contraction, readjustment and all 
the vicissitudes of industry and com- 
merce. 


J. M. Laing Promoted 


. M. Laing, formerly of Milton, 
N. D., has been promoted to actuary 


* of the Mutual Life of Canada. 





LOUISIANA STATE LIFE 


INSURANCE COMPANY 
Home Office, Shreveport, La. 


sau agp 


TEXAS 


J. C. EVERETT, Manager 
317 Wilson Building Dallas, Texas 


ARKANSAS 


J. E. LEEPER, State Manager 
P. O. Box 1077 Little Rock, Arkansas 


gala 


We may have just what you are looking 
for. Why not get in touch with us? 











CENTRALSTATESLIFE 
INSURANCE COMPANY 








SAINT LOUIS 








All Ages up to 65 
Participating and Non-Participating Policies 
Standard and Sub-Standard Risks 


Prompt Service 





Excellent territory for General Agencies 
open in Illinois, Minnesota, South 
Dakota, Kansas, Missouri, Wyoming 
and California 33 $3 33 33 
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Connecticut General News 
Hartford, Conn. 





All in One Contract 
Life, Accident, Group 


The man who buys life insurance 
also buys accident insurance. In 
many cases he is in the market for 
group and employees’ insurance also. 


Once the agent has made the con- 
nection, he doesn’t need to exert 
much extra effort to fill all his 
client’s personal needs. 


He will do this almost automat- 
ically when he belongs to an organi- 
zation that is vigorously promoting 
the sale of all lines of personal in- 
surance, and he will largely increase 
his earnings. 








Chicago National Life 


Insurance Co. 
202 South State Street, Chicago 


The romance of OPPORTUNITY in 
any city, perhaps, has seldom, if ever, dem- 
onstrated a more striking example of what 
can be done than is shown by the records 
of the CHICAGO NATIONALE LIFE IN- 
SURANCE COMPANY. Many men in 
the business and out of it have remarked, 


“It’s surprising!” 


Over 13,000,000 in force—paid for busi- 
ness—close of 24 months—actual opera- 
tions. 


Think of the advantage of a connection 
with a fast growing company like this. 


A. E. JOHNSON 


Agency Manager 
Phone Wabash 4583 
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TALKS WITH LIFE INSURANCE MEN 





EORGE T. Dexter, second vice- 

president of the Mutual Life of 
New York, says that a life insurance 
company must go either forward or 
backward—it cannot remain stationary. 
For proper progress there must be a 
substantial annual increase of new busi- 
ness, sufficient to make a wholesome 
gain in totals against the decrease in 
totals resulting from inevitable causes 
and from lapsation. Persistent prem- 
ium-paying policyholders sustain life in- 
surance companies, and persistency in 
this technical sense has a direct rela- 
tion to cost. Lapsation has a detri- 
mental effect, injuring as it does the 
earnings and savings. Nothing is more 
valuable to the salesman than a large 
number of satisfied, persistent policy- 
holders in his company. If they are his 
clients, they mean much to him in ac- 
tual cash, and as a basis for his work. 
and in any event they add to his com- 
pany’s prestige and to his own indi- 
vidual standing. 

Sometimes a salesman finds a policy- 
holder dissatisfied and perhaps disaf- 
fected by inaccurate statements of repre- 
sentatives of other companies, possibly 
just before a premium becomes due. It 
is to the advantage of the salesman, as 
well as to that of his company, to take 
time to smooth the matter out and con- 
vince the policyholder that he should make 
no change. It is unwise to ignore the 
matter or treat it carelessly, for dissat- 
isfaction spreads more rapidly than sat- 
isfaction. It is well for the agent to 
give thought to the persistency of his 
business, for because of it both the 
company and he himself prosper, and 
most important of all, forgetting per- 
sonal interest, is the result to the pol- 
icyholder, for it is to his own advantage 
to keep his insurance in force. 

x * * 

HE New York Life prints in its 

bulletin the mental daily dozen of 
the life insurance man. This brings out, 
as other writers have from time to time, 
the fact that one must be his own 
master. Many life insurance men work 
when they feel in the mood to do so, 
and loaf the rest of the time. As the 
New York Life points out, if a man 
always felt like working, he would do 
a tremendous business. When a man 
is physically run down, his doctor tells 
him to go through some exercises every 
day. The New York Life says that 
when a man is mentally run down, he 
should do the same thing for his mind. 
These are the daily dozen exercises 
recommended. 

1. I know that this work of mine is 
of greater service to the world than any 
other work I could do. 

2. I know that my work has diffi- 
culties as great as the service is great. 

3. I know that the difficulties are the 
cause of my work being well paid, and 
that if there were no difficulties I would 
be receiving a small salary instead of a 
liberal commission. 

4. I know that I shall have a certain 
percentage of rated and declined cases, 
but that over the years good fortune 
and bad fortune will just about balance. 

5. I recognize a unique advantage to 
me of the yearly increasing premium 
rate, I will follow up the changes of age. 

6. I recognize that much of my work 
must result in turn-downs, but that the 
value of a turn-down is as great as that 
of an application, if I follow it up. 

7. I recognize that blue spells and 
sensitiveness can do me no harm unless 
I stop seeing the people, and that if I 
continue to see the people, my good 
heart and happiness will return to me. 

8. I know that I must be simple in 
my talk and that I must understate 
rather than overstate my case. 

9. I realize that big prospects are as 
dangerous as they are valuable, and no 
matter how big the commission I may 
have in view, I will not quit writing the 
small applications each week which pay 
for my bread and butter. 

10. I know that I must maintain a 
right mental attitude by being “decent” 


‘ a 
to people and friendly with my agg, 
ciates in my branch office and company 

11. I will reject every temptation i 
pooh-pooh the selling plans devised ), 
my company and will jump into eye, 
campaign and program for the benef 
of my company and myself. 

12. I will think and plan ahead jx 
a great future in the life insurance byg. 
ness, and in this enterprise I will mal 
an enthusiastic ally of the person wh 
must share all my successes and all my 
failures—my wife. ' 

. 2 @ 
"7, ees about the half rate policy 
a general agent observes: ’ 

“It is rather interesting to note thy 
something akin to the half-rate policy 
which has caused such a buzzing an 
hubbub recently, has been issued for , 
dozen years under various names. Thy 
essence of all of these contracts is term 
insurance which converts at a specific 
time to some permanent form selected 
at the time the term insurance wa 
taken. 

“When some actuary figured out; 
rate that doubled at the end of the term 
and someone (possibly the same actuary, 
possibly someone else), cleverly named 
the combination of term and whole life 
insurance the half-rate policy they did 
two things—(1) put the fundamental 
idea over with a crash that (2) disturbed 
the neighbors and caused a call fo 
the police. 

“If convertible term insurance js 
proper, it is hard to see why these much 
abused contracts, which have many ad- 
vantages over the plain form, are s 
improper. That they can be misrepre- 
sented is true but so can every other 
policy. The 20-pay life has been put 
over as an endowment. The cure is not 
in abolishing the 20-pay life, but in 
abolishing crooked agents.” 

* ” * 



















HE best way to prevent heavy turn- 

over of employes is to provide a 
homelike office and cultivate personal 
interest in them, according to Paul 
Loder, manager of the Provident Mutual 
Life’s Philadelphia agency and president 
of the Philadelphia Association of Life 
Underwriters. 

Last year Mr. Loder lost only two of 
his 70 agents—one resigned but has 
since applied for reinstatement and the 
other was found to be unsuited for life 
underwriting. Mr. Loder regards this 
as an unusually good average. 

His agents take pride in their quar- 
ters, as they occupy the country’s only 
building devoted entirely to a life agency 
located in the home-office city. Mr. 
Loder personally superintended the re- 
modeling with the idea of providing 2 
homelike atmosphere. “Why shouldn't 
an office be cheerful?” he asks. “It’s 
really a second hearthstone. A man 
makes his business reputation here and 
spends a large part of his life here. The 
office is almost as much a part o! 4 
man’s personal life as his own home.” 

x * * 
PROMINENT Chicago general 
agent in reviewing the paid for 

business of his office in 1924 said: “Our 
surplus line business last year was COD- 
siderably lessened by the action of cef- 
tain important companies like the North- 
western Mutual and Massachusetts Mu- 
tual in setting a higher limit for their 
policy contracts and I have no doubt 
other offices which, like my own, af 
used much for taking care of surplus 
lines, have felt this in the same way. 
The two companies mentioned now a 
cept $200,000 lines. 

x* * * 

W. YOUNG, manager of the 

e Aetna Life at Fort Wayne, Ind., 

had an interesting experience with rt 

gard to mailing return cards. It gives 

significant testimony to the value of d- 
rect mail advertising. 

Mr. Young received an inquiry card 
bearing the name and address of 4 
young man making inquiry regarding 





life insurance. Mr. Young looked 4? 
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n and was successful in securing 
- application for life insurance. After 
he transaction was completed Mr. 
Young asked him how he came to send 
him the card. He was advised that the 
young man in performing his duties at 
the office where he was employed had 
emptied the waste basket and in so 
doing picked out the return inquiry card, 
which he immediately mailed into the 
ofice. The case did not stop at that, 
as Mr. Young has succeeded in writing 
another member of this man’s family. 
The card was enclosed in a receipt to 
the young man’s employer and thus 
the card found its way back and de- 
yeloped into very satisfactory business. 
* * * 


N interesting example in the value 

of business protection insurance was 
brought out recently by a case given 
by the Montana Life. Three mechanics 
had pooled their capital and launched a 
brazing and machine plant. An agent 
of the company ran across them and, 
learning that they were doing a good 
business and had considerable money 
invested, suggested that they buy busi- 
ness insurance. They couldn’t see it 
at first but finally he convinced them 
that the firm needed a $10,000 policy. It 
was issued and just six months later 
the president of the company took sick 
and finally died. The check for $10,- 
000 was immediately forwarded to the 
company. When the president died, the 
creditors became alarmed and swooped 
down and they were most agreeably sur- 
prised to receive their money on the 
spot. 

The company stands higher today 
with the firms and people with which 
it did business than ever before. Its ob- 
ligations had been liquidated and its 
credit strengthened. 


N agency manager in commenting 
on the problems in his field says 
that he aims particularly to secure men 
who are prosperous and will remain 
so. If he could get men who can 
secure a good income right along, 





almost all his field problems would be 
solved. It is the men who are making 
money in life insurance, he remarked, 
who make the best agents and who are 
the most trustworthy. If he finds agents 
who are hard up a good bit of the time, 
he is always dubious about the business 
they are sending in. Men grow des- 
perate when they need money. His big 
effort is to get men in shape so that they 
will be making money and will be 
reasonably satisfied. He does not object 
to agents writing other classes of insur- 
ance if by this process they can keep in 
healthy financial condition. 


* * * 


HE value of cultivating old policy- 

holders cannot be over estimated. 
The point of contact between the policy- 
holders and the agent is essential. Old 
policyholders are the best prospects. 
Many agents are getting more than 50 
percent of their new business through 
additional insurance from old policy- 
holders. The great value of the policy- 
holder as a source for new business is 
well known. He is a logical prospect. 
You have already sold him on life insur- 
ance. He knows you, he has had a busi- 
ness contact with you and your com- 
pany and as he grows older and improves 
his financial condition he is in the mar- 
ket for more insurance. Call on 
your old policyholders and continue your 
contact with them. 

The Guardian Life of America is urg- 
ing its agents to send out small advertis- 
ing folders, which it supplies to its 
agents. These are merely openers but 
they tend to arouse the interest of the 





old policyholder and then it is up to the 
agent to make the personal tie-up. The 
insert suggests various forms of insur- 
ance for the policyholder. The agent 
can then work out his own approach 
after he has opened the way by mail. 

* * * 


T a recent agency conference of the 
Minnesota Mutual Life, the ques- 
tion came up as to whether it was desir- 
able to have desks in an office for agents. 
The sentiment was expressed that in 
many cases agents use the desks to 
fritter away time. They contrive ex- 
cuses to stay inside. On the first of 
January, J. A. Williams, manager of 
the Ehiason Minneapolis agency of the 
Minnesota Mutual Life, took out all 
agency desks. O. J. Lacy, vice-president 
in charge of the agency department of 
the company said that an agent should 
use the other fellow’s desk. He meant 
by that that the only real use that an 
agent had for a desk, was one on which 
to write applications. Applications, he 
said, can best be written on the other 
man’s desk. Mr. Lacy coined another 
epigram in this connection, saying that 
frequently a desk was a sinker on a 
fish line, but the other fellow’s desk be- 
comes a bobber, showing that the bait 
is attractive. 
* * 
HE value of free welfare examination 
was well demonstrated to C. A. 
Ferguson, general agent of the State 
Mutual Life at Boston, and president of 
the Boston Life Underwriters Associa- 
tion. Mr. Ferguson wrote a _ policy- 
holder urging him to take advantage of 








the service and later called him by 
phone. The policyholder said that he 
did not care for more insurance and that 
it would probably not be worth while 
for him to have the examination. Mr. 
Ferguson assured him that the examin- 
ation would put him under no obligation 
and would in no way effect his insur- 
ance in force. Under these conditions 
the policyholder said that he was glad 
to have the examination for his own 
satisfaction. The doctor reported that 
he was in good condition physically. Mr. 
Ferguson then called him on the phone 
to congratulate him on his fine condition 
and to tell him that no doubt he would 
be glad to learn that he could get more 
insurance if he wanted it. The policy- 
holder said that he did not want more, 
and was in doubt as to whether he 
could continue to carry all that he had, 
but that he did appreciate the company’s 
service. 

A few days later Mr. Ferguson called 
on him at his place of business, though 
the policyholder was not in. He learned 
that he had a daughter just entering col- 
lege. The next day he went back to 
see the policyholder and explained the 
company’s educational policy. Mr. Fer- 
guson secured the application for this 
policy without difficulty when he showed 
the specific need. When the policy- 
holder knows that the examination is 
out of the way and that he is eligible for 
additional insurance, which he may not 
be able to secure later, it is frequently 
a simple matter to secure the completed 
application. 





FIGURES FROM DECEMBER 31, 1924, 





Assets Capital 
Alta Friendly...... ¢ 
Atlanta Life, Ga... 
No. Am. Reassur.. 
Travelers 


610,90 


2,301 0,000 


846,597 $ 150,000 $ 236,168 $ 
8 100,000 


,515 1,00 
covesccce 329,096,081 10,000,000 17,580,778 534,220,435 


LIFE COMPANIES 


STATEMENTS 





New Ins. in Gain in Prems. Total Pd. Policy- Total 
Surplus Business Force Ins. in Force Income Income holders Disburs. 
786,447 $ 3,485,600 ......... 388,680 $ 439,158 $ 196,954 $ 414,116 
85,190 19,309,945 13,767,279 $ 2,433,689 1,230,948 1,291,666 443,187 1,180,654 
1,014,359 12,510,200 12,196,300 11,937,200 1 97,431 


08,335 364,471 16,62 
2,438,317,145 376,981,387 63,873,508 78,032,873 25,589,675 45,641,681 
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President First National Bank of Carrollton, 
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t Lincoln Bank and Trust Compan 
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President Ryan-Hampton Tobacco 


Inter-Southern Life Insurance Co. 


Louisville, Kentucky 
RESOURCES 


Has on deposit with State Treasurers for the security of all policy- 

EE Ea Te peeked duunedebdensesséanes ..$ 7,517,647.18 
Has loans to policyholders within policy reserves..............++++++ .» 2,532,499.77 
Has other invested assets... .......0ccccccccccccccsecseeees eee 


Making total carefully invested securities covering all liabilities... 





Over and above these resources the Company has invested capital and 


surplus for the further protection of policyholders amounting to...... 
Dialing tated acsate Of...ccccccccscccccccccccccccccccscccccecccceccecc cQuagmageeee 


Insurance In Force . . $102,408,409.00 
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LLINOIS LIFE INSURANCE CO 














cHicAce 


esi 
JAMES W. STEVENS, Founder 




















‘6 CANNOT leave this auspicious 
gathering without expressing my 
sincere appreciation of your 

greeting, my hope in the success of 

your enterprise and my conviction 
that here you are erecting an edifice 
dedicated to thrift and good citizen- 
ship. Such work as this lays the foun- 
dations of thrift and providence, incul- 
cates habits of saving and develops the 
Christian citizenship which is the hope 
of the country. I am convinced that 
the Illinois Life and the other life in- 
surance companies are not only pro- 
viding insurance for the family but 
insurance for good citizenship, 
and I wish you Godspeed 
in your enterprise.” 





From the address of Carvin Cooxipnce at the 
Corner Stone Laying Ceremonies, [Iilinois 
Life Building, August 5, 1922. 


















Illinois Life Insurance Co. 


CHICAGO 
JAMES W. STEVENS, Founder 


Greatest Illinois Company 
1212 Lake Shore Drive 


. The Illinois Life is The Dean of the Illinois Legal Reserve Companies 





AWAITS THE DECISioy 


—————— 


FEDERAL LIFE POLICY Is »p 
Hearing Before the Illinois Director y 
Trade and Commerce on the 
“Tribune” Accident Plan 





Representatives of the  Chicag 
“Herald & Examiner,” Chicagy 
“Tribune” and the Federal Life, me 
before Director Clifford Ireland of th 
department of trade and commerce anj 
Insurance Superintendent Alex Johp. 
son at Springfield, Ill., last Thursday 
The “Herald & Examiner” had brough 
charges against the Federal Life policy 
that is being issued through the Ch. 
cago “Tribune” for $1 covering $759 
main sum common carrier accidents 
Director Ireland allowed the “Herai 
& Examiner” until Monday of this week 
to file a brief. After that he said thy 
he would await the opinion of Attor. 
ney General Carlstrom and _ thereafte 
as soon as possible will announce his 
decision. 

Policy Feature Attacked 


Attorney General Carlstrom was 
represented by Montgomery Winning, 
first assistant and Assistant Attorney 
General A. D. Rodenberg. The “Herali 
& Examiner” was represented by Attor- 
ney E. G. Woods of Chicago and L. R 
Brooks, promotion manager. The Fed- 
eral Life was represented by President 
Isaac Miler Hamilton and Vice-Pres- 
dent C. A. Atkinson who is the genera 
counsel. The “Tribune” was also rep- 
resented by an attorney. The argument 
involved the features of the Federal 
Life policy, the contention being that 
some of the legal formalities had not 
been carried out. 








Who Are Prospects? 


A PROSPECT IS ONE WHO 


Is going to be married soon; 


ee 


Has been married a short time; 
Has bought a home recently; 
Has a new baby; 

Has borrowed a lot of money; \ 
Has a dependent father or mother; | 


Has an invalid son or daughter; 

Is going to leave something to | 
charity; 

Is a widower with small children; 

Has been promoted recently ; 

Is a self-supporting woman; 

Is interested in the education of his 
children ; | 

Is enjoying attaining an insurable 
old age; 

Is a recent graduate in law, medi- 
cine, dentistry, etc. ; 

Is enjoying exceptional prosperity; 

Has just moved into the commut- 
ity ; 

Is about to enter some new business 
venture. 


American Central Bulletin. 


~ ee 
Toll of Inheritance Tax 


The way inheritance and estate tam 
eat up an estate is seen again in the a 
ing of the inventory of the estate © 
Mrs. Nettie Fowler McCormick, widow 
of Cyrus H. McCormick, the reape 
king, at Chicago. The estate amountet 
to $11,778,000. The state inheritance 
| tax amounts to $1,453,206.99. Phe . 
torneys for Mrs. McCormick's heirs - 
nounce that a federal tax of $2,653,004 
had already been paid. This makes @ 


























| other argument for life insurance. 
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ALYSIS WAS MADE 


—_—_- 


UBSTANDARD BUSINESS LIST 


Droenix Mutual Life Gives Some Inter- 
esting Facts With Regard to 
This Department 


The Phoenix Mutual Life gives an 
nalysis of the substandard policies that 
issued last year. In this connection 


says: 

A brief analysis of the substandard 
usiness for the year may be of interest. 
s in previous years, the largest group 
f underaverage cases were the “over- 
eights,” representing 28 percent. Next 
omes the group rated on account of 
ome impairment of the heart or blood 
essels. These are the heart murmur 
nd high blood pressure cases and also 
ome rated on account of irregular or 
intermittent pulse. The cases of albumin, 
sts or sugar in the urine account for 
4 percent of the substandard issue. 
he occupational cases were nearly 9% 
reent of the group, and these are 
nostly where the applicant’s occupa- 
ions was considered hazardous. The 
lance of about 27 percent is scattered 
ong a variety of impairments as indi- 
ated by the analysis here given. 


Object of the Department 


We cannot as yet determine just what 
percentage of the substandard issue has 
been paid for—the final reports are not 
et in; but based on last year’s result, 
bout 70 percent of the policies will be 
placed. Therefore, of the substandard 
ssue ($6,610,200) approximately $4,600,- 
00 will be the amount placed. This 
ould probably represent over $60,000 of 
irst-year commissions, and is fair evi- 
lence that the insuring of underaverage 
isks is a service of value to our agents. 
Furthermore, since the proportion of 
suustandard insurance is still within 
onservative limits, we are satisfied that 
pur representatives have not gone out 
of their way to solicit doubtful risks. 
he company’s purpose in entering the 
field of substandard insurance was to 
offer protection to as large a number as 
possible of those prospects who were ap- 
proached by Phoenix representatives in 
their regular solicitation of business. 


Substandard Policies Issued 


Mmper Of Polleles.....ccccccers 
Percentage to Total Issue........ 
mount of Insurance.......... 
Percentage to Total Issue........ 

Impairment 
thi il i ce ie ot ae 
Ce on ccasedducncees 
DN e<tcuevcsneesbenbeatal 
Digestive Tract (Ulcers, etc.).... 
DEE - tucthuscebensouedeed 
ee ie 
Respiratory System .............. 
I a dich ae eee te 
DED Sadnsedestunvaeaten 


Out of 15, 636 applications for insur- 
ance submitted to us during the year, 
only 791, or 5 percent, had to be de- 
clined. The risks were so impaired for 
one reason or another as to make it im- 
Possible, in our opinion, to accept even 
on a substandard basis. 


Bars “Microscopic” Copy 


Insurance men have been deeply in- 
terested in a decision handed down at 
Dulath, Minn., in favor of Mrs. Mildred 
andry against the Metropolitan Life 
on a policy held by her husband. The 
company disputed liability, claiming that 
~ ohar pteng had failed to answer ques- 
2 s : an application form fairly. The 
i ge eld that a microscopic copy of an 
=P ication attached to an original life 
mstrance policy and the supplementary 
‘plications that are not attached cannot 
rohaamitted in evidence in a trial in- 
the ng a dispute over the payment of 
fraud Go ance, Of account of purported 

ud in obtaining the policy. 


eeny: of the advertising de- 

a , hoenix Mutual Life, 
has J N. W. Ayer & Son, 
broke nter the fire 
ew York City. 











































As Practical As 
A Bank Account 


Some salesmen think of Home Office service as something far 
removed, something vague and abstract and of small moment to 
them. They believe that their problems and trials are their own 
concern and worry and of interest to nobody else. 


» That is because they have never been made acquainted with 
Home Office service of the genuinely friendly kind, the sort that 
sympathizes with the problems of the individual agent, that seeks to 
work out those problems for the benefit of the entire field force, 
realizing that the success of each salesman builds the success of the 


entire organization. 


Lincoln National Life agents know the value of true Home 
Office service. They were introduced to this helpful friend the day 
they signed their contract and have advanced together along pros- 
perous ways ever since. 


Such earnest Home Office codperation, which has the worth of 
an honest friend and the practical value of a bank account, awaits 


those who 
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The 


Lincoln National Life 
Insurance Company 


‘‘Its Name Indicates Its Character’’ 


Lincoln Life Building Fort Wayne, Ind. 


Now More Than $350,000,000 in Force 
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LIFE INSURANCE BY STATES 











Business issued in 1924 and amount in force December 31, 1924, in various commonwealths 




















MISSOURI 
a 




















’ In Force 
Aetna Life , 3 41,465,689 
United States Life.. 969,296 
Nationai Life & Acci. 
Mutual Trust Life.. 
Lafayette 
Penn Mutual 
New England Mut... 
Union Central Life.. 
Provident Mutual 
Bankers Mutual, 
Omaha Lif 


1,675,127 
29,213,627 
20,172,435 
19,626,065 
21,138,236 


rchants Life, 
Clover Leaf L. & C 
Berkshire Life 
Franklin Life 
Security Mut., oa0 
Northwes. Life, Neb. 
Amer. Cent., Ind. 
American, Tex. ..... 
American, Mich. 
Bankers Res., 5,113,619 
40,268,227 


itol Life, Colo... 
Columbus Mut., O... 
Conn. ut. 
Guardian Life, N. Y. 
Great North., Ill..... 
Great Western, Ia. 
Great Southern, Tex, 
Home Life, N. Y... 
John Hancock 
Lincoln Natl. .... 
Lincoln Liberty .. 
Mutual Benefit 
Mass. Mut. 
Manhattan Life " 
Mass, Protective ... 59,000 
Merch. Reserve, IIl.. 55,000 
Metropol. Life. .Ord.34,042,652 
Metropol. Life...Gr.14,334,255 
Metropol. Life. ..Ind.36,121,187 
Natl. Life, Vt 2 85 
Northw. Mutual .. 99,755,486 
Peoria Life 96 2,212,892 
Reserve Loan 2,073,641 


59,000 
118,000 
212,123,919 
27,345,981 
179,401,813 
19,913,535 





Issued 
State Life, Ind...... 917,724 
Union Mutual, Me.. 343,884 
West. & South...Ind. 3,977,842 
West. & South...Ord. 1,044,000 
National Savings ... 288,381 
Mut. Life, Md...Ord. 771,500 961.000 
Mut. Life, Md...Ind.12,077,615 17,827,009 
Univ. Life, Tenn.Ind. 1,719,919 
Univ. Life, Tenn.Ord. 228,500 
United L. & A., N. H. 
poaerty Life, Va... 


42,500 


J 





NEW YORK 





4,995,328 29,260,116 
-57,102,272 212,857,597 
Gr.52,319,534 109,747,596 
3,573,762 17,815,611 
-Ord. 9,375,242 27,323,662 
d. 114 4,609 
1,324,806 
29,011,813 
121,767,786 
121,767,786 
294,874,949 
43,512,479 
41,663,233 


Berkshire 
Aetna Lif 
Aetna Life 
Bank. 


Colonial, 
Colonial, 
Conn. General .. 
Conn. General.... 
Mutual Benefit 
Fidelity Mutual 
Natl. Life, N. H 6 
Prudential .... 720,462,822 
Prudential . .-Gr. 16,619,458 32,471,437 
Prudental ....Ind.231,791,484 1,030,583,057 
State Mutual, Mass.12,149,974 78,984,337 
Union Central Life.39,234,639 171,605,560 
Church M., N. Y.Ord. 118,500 2,055,000 
Church M., N. Y..Gr. | 121,000 109,000 
Farmers & Traders... 3,710,500 9,345,250 
Morris Plan .. as ig + 
0 


Metropol. Life...Gr.130,904,607 285,529,107 
Metropol. Life. .Ind.199,821,459 846,706,222 
A 00 1,692,200 


Secur. Mut., N. Y... 3, 17,964,645 
Teach, I. & A., N. Y. 471,774 2,385,293 
Mut. Life, N. Y 79,491,068 572,304,326 


OKLAHOMA 


| 








Issued 
Lincoln Nat. Life.. 1,209,300 
Great Nor. Life 169,0 
Sup. Camp. American 
oodmen 
Maccabees, 
Fidelity Mut. ... 
Volunteer State . 
Columbian Natl. . 
Nati. Life & Acc 
Kansas Life ... 
Prudential ....... 
Pacific Mut. Life 
Amer. Old Line 
Federal Life, Ill.... 
Great Republic Life 


. A 125,000 
Royal Neigh. of Am. 2,662,000 


Calif. State Life .... 

Cent. States, Mo.... 2 

Geo. Washington ... 
Guaranty Life, Ia... 
Internatl. Life, Mo. 2,595 
Illinois Life 805,020 
Jefferson Standard. .10,480,400 
Mutual Life, 

Metropol. f 

Northw. Life, 

National Res., Kan.. 

N. Carolina Mut.... 

N. American, Ill.... 

Natl. Life U. S. A.. 
Oklahoma Life 

Olid Line Life 


In Force 
2,428,400 
177,000 


448,250 
0 


730,220 
17,994,000 


,500 
494,740 





WEST VIRGINIA 














Acacia Mutual 

American Life, Mich. 
American Natl. Mo. 
Bankers Life, Neb.. 
Berkshire, Mass. ... 
Cloverleaf L. & Cas. 
Columbian Natl. . 
Conn. General ..Ord. 
Conn. General ...Gr. 
Conservative, W. Va. 
Continental, Del. ... 
Continental, Va.Ord. 
Continental, Va. .Ind. 
Equitable, D. C..Ord 
Equitable, D. C..Ind. 
Eureka-Maryland ... 
Federal Union ..Ord. 
Federal Union ..Gr. 
Fidelity Mutual, Pa.. 


262,200 
384,161 


6,522,500 
7,500 


262,200 
2,957,358 





Issued 
Geo. Washington 1,665,970 
Home, N. Y 1,911,238 
International, 1,073,664 
Inter-Southern 117,67 
Jefferson Standard 
Kentucky Central . 
Life Ins. Co., Va.Ord. 
Life Ins. Co., Va.Ind. 
Maryland Life 
Michigan Mutual . 
Minnesota Mutual .. 
Missouri State..Ord. 
Missouri State .. 
Morris Plan 


New cece 

N. American, Ill.... 

N. American Reassr. 

Ohio State 

Old Colony 

Penn Mutual 

Phoenix Mutual ... 
Reinsurance Life, Ia. 
Reserve Loan 

Security, Va. 

Shenandoah 

Standard, Pa. 

Union Central 

United L. & A ° 61, 
United States Life.. 3,000 








TENNESSEE 














176,000 
847,500 
10,100 
4,519,021 
8,174,419 
889,188 


Conservative, W. Va. 
Southern, Tenn. .Ord. 
Southern, Tenn...Gr. 
Southern, Tenn. .Ind. 
Equi. Life, N. Y.Ord. 
Equi. Life, N. Y.Gr. 


2,147,181 








WISCONSIN 











Kansas City slate... 1,969,500 





Minn. Mutual 
Manhattan 19,92 
Equi. Life, N. Y.Ord.13,159,697 
Equi. Life.N. Y..Gr. 4,172,891 
Franklin Life . 
Guardian Life 

Kansas City Life .. \ 
Lincoln Natl. Life.. 3,860,606 
New World Life .... 961 
New York Life 


580 2,16 
«++ +17,638,624 114,43 


(CONTINUED ON NEXT PAGE) 



































INSUIRAVGE COMPRANAT 


Chicago, Illinois 


We are Seeking 


Men of Character—A bility—Ambition 


The Peoples Life has a future for you. 


These men in charge of their respective fields are making 
good. It will pay you to communicate with them regarding 


The Peoples Life in their territory. 
A. E. Sullivan, State Agent, 505 Lombard Bldg., Indianapolis, Ind. 











Te new men and men not presently affiliated with any life insurance company— 
who are looking for a permanent connection with a growing company The Peoples 
Life has a message. 


The Peoples Life of Illinois is not an old company—neither is it in its organization 
period. It is a growing company—progressing steadily and employing every means 
to build honestly a company of real Service to both policyholder and agent. 


Men who appreciate the possibilities of such a company and new men who do not 
but who are anxious to get acquainted with the facts should communicate with E. J. 
Cotter at the Home Office. 


J. J. Dixon, District Manager, Eastern Illinois, Address, Home Office. 
A. M. Griffin, State Agent, Melbourne Hotel, St. Louis, Mo. 
W. Milder, District Manager, Northern Illinois, Address, Home Office. 
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» American, Minn. 
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North. Life.Gr. g 
tL Guardian .... 5,896,652 
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Natl L. & A . 634,700 
atl. Life & A... . 1,586,806 
..Tot. 2,221,506 
Ord.18,956,390 

-.--Gr._ 1,505,070 

. -Ind.27,253,467 


nklin Life 
loverif. L. & C.Ord. 
loverlf. L. & C.Ind. 
loverlf. L. & A.Tot. 
Standard Life. Pa.. 
entral Life, Ill.... 
nternatl. Life, Mo.. 1,148,761 
orris Plan 3,904,600 
irard Life 353,209 
tlantic Life 2, 
Business Men’s Assr. 
entral Life, Ia 
entral Life, Ill.... 
irard Life 
nternatl. Life, Mo.. 
ndianapolis Life .. 
liinois Life 

anufac. Life, Can.. 
vat. L. A. of Canada, 
Toronto 
Reliance Life 

. American, Canada 
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onnecticut Mutual.. 
Elkhorn L. & A.... 
Internal. Life, Mo... 1, 
Mutual Life, N. Y. 5,119,608 
Old Colony Life.... : 
Central Life, 

Dakota Life 


2: 
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Men’s Assur.... § 
Continental Life, Mo.10, 
Equitable Life, Ia... 
he Western, Ia.. 
Hissouri State ° 
Natl. Life, U.S. An’ 
Union Central Life. : 
Lincoln Liberty, Neb. 
National Life, Vt... 
‘ew York Life 
Midland, Minn. .... 
Bankers Life, 

Security Mut., } 
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39,000 
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79,000 
242,032 
$97,310 
437 





Western, Ia. 


Federal Life, 
Columbus Mutual 
Des Moines L. 
Central, Ill. 

Old Line, Neb 
Bankers Life, Neb.. 


545 
1,249,641 
North American Nat. 1,765,925 
American Old Li ,00 
Penn. Mutual 
Royal Union.... 
Mountain States 
Reinsur. L., Ia 


| International, Mo. 


Register, Ia. 
Security Mut., 
National Reserve 
Natl. L., U. S. A., 
Metropolitan Life 
National & A 


| Franklin Life 


Central Life, sece 
National Fidelity 
Cedar Rapids 
Gem City 
Cloverleaf L. & Cas.. 
State Mut., Mass.... 
Jefferson Standard.. 
Kansas City Life .. 
Colo, 1,133,225 
95,428 
2,795,000 


Western Indem., Neb. 
Central States, Mo.. 
Union Central Life.. 
Farmers Life, Col. .. 
North American, Ill. 
Lafayette 

Michigan Mu 
Phoenix Mut 
Mutual Trust 
Merchants, Ia. 
Atlas 

Bank Savings 
Central Life, Kan... 
Central Life, Ill.... 
Central Life, Ia.... 
Des Moines L. & A.. 


718,335 
1,042,583 
43,500 
733,376 
418,639 
1,794,798 


Farm. National .... 
Federal Life, Ill.... 
Fidelity L. & A..... 
Girard Life 
Hawkeye, Ia. 
Illinois Life 
Jefferson Standard ._ 192,60 
Mountain States.Ord. 2,730,285 
Mountain States..Gr. 77,850 
Michigan Mut. 

North American, IIL 
Providers, 

Peoples, Ill. ......-- 


1 
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"108,009 
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SQUARE DEALING 


With Agents and Policyholders made _ possible 
last year’s splendid Record of New Business 


$103,955,200 


A Pledge of Still Greater Achievement in 1925 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 














Northwestern National Life 


Insurance Company 
Minneapolis, Minn. 


ec sales ie .Low Net Cost 
eC isecds senses weeeeee eS 19,002,473 
NS ve nnne baw cows eee 
Insurance in Force..... weeeeees 195,366,671 
Assets of $108.63 for each $100 of liabilities 
Rate of Interest Earned, 1924.............. 5.5% 
SS = ee 8 «| 


Liberal direct agency contracts available in Southern Indiana, 
Southern Illinois, Central Missouri, Kansas, Louisiana, Virginia, 
Arkansas, Utah, Pennsylvania and Eastern Tennessee, to men of 
ability and record of successful results in personal production and 
organization. 


“eeeee 
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875,884 
Amer. Home, Kan... 896,000 
American Life, Mich. 1,121,226 
Mo. 

Atlas Life 

American Old Line.. 

Atlantic Life, Ga.... 

Neb... 
Berkshire Life 

Bus. Men’s Assur... 
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| ae 
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Central State, Mo... 


| Columbian Natl. 


Continental, Ill. 


| Connecticut Mutual. . 
| Contin’tal Life, 


Mo.. 
Columbus Mutual 


| Empire Mutual, Mo.. 
| Equitable Life, N. Y. 


Federal Life, Ill 
Federal Res., Kan.. 
Fidelity Mutual 
Franklin Life 
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Great Northern Life 
Grt. Western Life... 


| Guardian Life 


Internatl. 
Kansas City Life 


Lincoln Natl. 

Massachusetts Mut.. 
Merchants Life, Ia... 2 
Metropolitan Life. ..16,036,384 
Midland Life, Mo... 1,727,871 
Midwest Life, Neb.. 
Minnesota Mutual .. 
Missouri State Life. 
Mountain States .... 

Mutual Life, Md 

National Fidelity ... 

National Life & Acci. 

Natl. Life, U. S. A.. 
National Res., Kan.. 

North American, Ill. 

N. American Natl... 
Northwestern Mut.. 
Northwestern Natl... 


Peoria Life 

Register Life 278,014 
Reinsurance Life, Ia. 1,687,342 
Reliable Life & Acci. 125,730 
Reliance Life 317,269 
Reserve Loan Life.. 577,965 
Royal Union Life... 1,582,118 
Saint Joseph Life... 143,0 
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Shortening The Selling Process 


UR SYSTEM of obtaining “leads” for our Agents has been cited 


as one of the most successful in operation. 


This service is part of our comprehensive program of Home Office 


cooperation which is of genuine practical value to our men in the field. 
ots. 


gervise hod ete note is also the best } of service fo ‘ 
fs) ers Service Department offers, among other things, 
the health service of the Life Extension Institute free of charge. 


For information concerning Agency opportunities, address: 
T. LOUIS HANSEN, Vice-President 


The Guardian Life | Insurance Company 


Established 1860 under the Laws of the State of New York 
Home Office: 50 Union Square, New York 














THE EQUITABLE LIFE OF IOWA 


ANNOUNCES 
LARGEST DIVIDENDS 
IN ITS HISTORY 





EQUITABLE LIFE OF IOWA 


Founded: 1867 Home Office: Des Moines 
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Pensioners Lose Their Fund 


Tere is another big lesson as to the 
value of life insurance in comparison 
to pension plans of industrial and com- 
mercial concerns in the decision of 
Judge Ryner in Chicago that Morris & 
Co., the packers, have discharged their 
full duty by the pensioners according to 
the agreement and there is no law to com- 
pel the payment of further sums. 

The pensioners thus lost their plea for 
the establishment of a $7,000,000 fund 

rmanently to maintain their pension sys- 
tem which was discontinued in 1923 when 
the company was absorbed by Armour & 
Co. Judge Ryner’s decision affected 400 
former Morris employes and their families. 
When the Armour interests bought out 
Morris & Co, the pension fund amounted 
to $1,000,000. Morris & Co, donated a 
large additional sum. Now seemingly 
there is only $20,000 left in the fund. 

The rapid depletion is accounted for 


chiefly in that 3,500 employes of Morris & 
Co., at the time of the merger, who were 
not yet entitled to any pension rights, but 
had contributed 3 percent of their salaries 
over a period of years, were reimbursed. 
More than_ $700,000 was thus spent. The 
pensioners attacked these payments, declar- 
ing that under the agreement the fund 
should be expended only in the payment of 
pensions. Judge Ryner found that Morris 
& Co. had organized the fund of their 
own volition and had carried out all of 
its agreements and obligations to the 
employes. It was bound by no implied or 
expressed clause in any part of the pension 
contract to support it indefinitely. Cor- 
porations which cease to exist could not be 
forced to provide huge sums to sustain 
pension funds, unless they expressly had 
agreed that they would do so, Judge 
Ryner said. This shows the inadequacy 
of the plan. 


How Life Insurance Helps 


ANOTHER concrete evidence of the 
need of life insurance to protect an 
estate is shown in the supplemental in- 
ventory of the estate of Mrs. Anne M. 
Swirt, widow of Gustavus F. Swirt, 
founder of Swirr & Co., Chicago pack- 
ers. The estate is valued at $7,095,693. 


This is taken from the report filed in 
the probate court of Cook county at 
Chicago. Payment of inheritance taxes, 
death, funeral and administration ex- 
pense bring the net value of the estate 
to approximately $5,000,000, an enor- 
mous depreciation. 


First Grant of Mutual Charter 


Aprit. 1 will mark the 90th anniversary 
of the granting of a charter to the first 
mutual life company in this country. On 
April 1, 1835, the general court of Massa- 
chusetts granted to Esenezer T. ANDREws, 
Georce Bonp, Witiarp Paiturs, CHARLES 
P. Curtis and Samuet H. Wat ey, Jr., a 
charter for the purpose of making insur- 
ance on lives. This was the charter that 
resulted in the establishment of the New 
Encianp Murvat Lire, 

The New Enctanp Murtvat did not 


Inheritance Tax 


Lire insurance today is performing a 
creative service in providing ready 
money for the payment of inheritance 
taxes, estate taxes and other demands 
that come at death. A man of any size- 
able estate must appreciate the fact that 
on his death the conditions are entirely 
changed. If he is interested in protect- 
ing the estate he must take some means 
of providing a method of meeting the 
demands that will be made on it. 

Even if an agent seldom runs across 
a prospect whose estate is large enough 
to make him solicitous about inheritance 


begin actual business until the latter part 
of 1843, The Murua Lire or New York 
preceded iit, as it commenced business Feb. 
1, 1843, 

The granting of a charter to the New 
ENGLAND Mutvat is an historic event, 
because it marked the establishment of the 
mutual principle in the operation of life 
insurance in the United States. The New 
ENGLAND MuTUAL representy a substantial 
type of indemnity that has characterized 
it during its entire history. . 


as an Approach 


tax, he will find the inheritance tax in- 
surance plan one of the best openers 
and a splendid way to make an ap- 
proach. Everybody is interested in 
taxes. A person may not have much of 
an estate. The inheritance and estate 
tax giant may not loom above him 
ominously. Still there are demands that 
have to be met at death and insurance 
provides a way to meet them. A man 
may not have much of an estate to pre- 
serve. He has no doubt a home and a 
business that should be preserved for 
his family. 











PERSONAL GLIMPSES OF LIFE. UNDERWRITERS | 





A dinner and dance complimentary to 
H. G. Hewitt, new manager of the life 
department of Cravens, Dargan & Co. 
of Houston, Tex., state managers of the 
Northwestern National Life, and Mrs. 
Hewitt was given at the River Oaks 
Country club and was attended by man- 
agers of many Houston agencies. Lead- 
ing representatives of practically every 
important life company represented in 
Houston were in attendance. Ike Hill, 
Houston manager for the Jefferson 
Standard Life, and Mrs. Hill headed the 
reception committee. Mr. Hill wel- 
comed the Hewitts to Houston. 


Frederick H. Ecker, vice-president of 
the Metropolitan Life, who is a widely 
known authority on finance, is chairman 
of the bondholders’ protective commit- 
tee in connection with the recent receiv- 
ership of the Chicago, Milwaukee & St. 
Paul. Mr. Ecker has expressed the hope 
that a plan for reorganization would be 
worked out with a considerable saving 
of time and that a long period of 
receivership would not be necessary. 
Life insurance companies were heavy in- 
vestors in the bonds of this railroad, 
some of the larger companies having 
many millions at stake. 


In a recent issue of the Miami 
“Herald” of Miami, Fla., one section is 
given to “Leaders in America who spent 
the winter in Miami.” The list is head- 
ed by Thomas Taggart of Indianapolis, 
well known politician and president of 
the French Lick Hotel Company. 
Among the dignitaries mentioned is 
John L. Shuff of Cincinnati, home of- 
fice general agent of the Union Central. 
In the article pertaining to Mr. Shuff the 
following astounding statement is made: 
“Colonel Shuff is founder and is now 
president of the Union Central Life In- 
surance Company after having begun his 
career as a salesman of life insurance.” 


Secretary V. F. Larson of the Central 
States Life of St. Louis, who had been 
in Florida establishing new agencies for 
the company, was called back to attend 
the funeral of his father, who died 
March 7 at his home in Swedesburg, 
near Burlington, Ia. The elder Larson 
was one of the pioneers of the fertile 
Iowa country and had a considerable 
part in its development. 


W. Frank Carter, vice-president of the 
Missouri State Life, was operated on 
last week for a minor intestinal ailment 
at St. Luke's hospital, St. Louis. 
wife was also operated on at the same 
hospital the next day, her gall bladder 
being removed. Reports from the hos- 
pital are that both Mr. and Mrs. Carter 
are getting along satisfactorily. 


Miss Helga O. Koppang of Grand 
Forks, N. D., is the only woman in the 
United States who is a member of the 
$100,000 Club of the Great West Life. 
Miss J. H. Sparrow of Calgary, Allta., 
- ay only other woman member of the 
club. 


Funeral services for Edwin J. Meyer, 
secretary and treasurer of the St. Louis 
Mutual Life, were held Friday. Mr. 
Meyer had been sick for several months 
prior to his death and had not been 
able actively to take charge of the duties 
of his office for some time. He had 
been with the company for many years 
and did much to place its affairs on the 
firm basis they enjoy. 


; e H. Olmsted, head of George 
H. Olmsted & Co., fire insurance, and 
member of the firm of Olmsted Bros. & 
Co., state agents of the National Life of 
Vermont, Cleveland, has been confined 
to his bed with illness for the past six 
or eight weeks. Mr. Olmsted has al- 
ways stood for what is highest in the 
insurance business and has been a pillar 
of strength in the formulation of the 
principles under which it is now con- 
ducted in his home city. Not only that, 








His | 


national councils of both fire and fj 
insurance, at whose conventions his fate 
is well known. He is one of a numbe 
of men whose 80th birthdays have bem 
celebrated by a group of the older jy. 
surance men of Cleveland with banque 
and addresses. 


Frederic S. Withington, who has bes 
elected actuary of the Midland Life ¢ 
Kansas City, will have a separate offic 
in the Midland Life building thee 
equipped to do consulting work. It wa 
first announced that Mr. Withingto, 
who had been a consulting actuary jy 
Des Moines, would give up his outsié 
clients entirely. Mr. Withington staty 
that while his consulting work will } 
considerably restricted, he will stil! rep. 
resent a number of companies. 


Harold E. (“Red”) Grange, [llinoi 
University football star, has joined th 
Connecticut Mutual Life at Champaign, 
Ill., and D. D. Simpson, district agen 
for Chase, Freeman & Dillehunt, De. 
catur, has announced that he will begis 
part-time active duties at once. He ex. 
pects to join the force as a full-tiny 
man in June, 1926, when he graduate 


Agents of the Farmers National Lit 
of Chicago are putting on a special driv 
this month in honor of President Ben f. 
Biliter. Already the month’s produ. 
tion has shown a marked increase ove 
the same period last year. March % 
was President Biliter’s birthday. The 
company expects to write $1,000,000 in 
business as a result of the special drive 


“Homer of Life Insurance” 


Makes a Notable Record 


ULIUS JONAS, the well known New 











but his influence has extended into the 





York agent of the New York Lie, 
has been called the “Homer of Life 
Insurance.” His record is most inspir- 
ing. At 49 years of age, Mr. Jonas was 
a sales executive in charge of 400 men 
with a salary of $30,000 a year. During 
the war he lost his sight through an ac 
cident. A gun, which one of his con- 
rades was cleaning, was accidentally 
discharged, the bullet passing behind 
Mr. Jonas’ eyes and forever depriving 
him of his sight. Through a_ business 


| failure he was left penniless as well a 


maimed. 

He went to one of the blind institutes, 
and was asked what line of work he 
wished to learn, whether making brooms 
or some other trade taught by the m™ 
stitute. That was a cruel experience lor 
a man who had been making $30,000 
year. His relatives offered him an i 
come of $15 a week, saying that that 
should be enough to support a man ™ 
his condition. Mr. Jonas, however, had 
lost his sight but not his vision, and he 
believed that there was an opportunity 
worthy of a man of courage and ability. 
He applied to the New York Life for 
contract to sell insurance, and has since 
become a producer of note. In mine 
months last year he sold $260,000, and 
paid for $225,000. 

But this is not his greatest work. 
Thinking of the thousands of others m 
his condition, Mr. Jonas started to train 
other blind people to sell insurance. He 
is now training about 40 such prospec 
tive agents, and 14 of them have already 
made some remarkable records. Mr. 
Jonas is doing this at his own expense, 
and is even undertaking the cost of i* 
suing a rate book and some of the lead- 
ing life insurance texts in the Braille 
system. Mr. Jonas gave three months 
of his own time last year to this work 
for which he received no compensatio®. 
He has asked the support of life insur 
ance men throughout the country ™ 
this work of training the blind to SUP 
port themselves. The expense of the 
undertaking is too much for one mam 
especially when that man has given © 
much of his own time, consequently cet 
ting down so seriously on his persona 
production. It is an undertaking worthy 
of the high ideals of the life insurance 
business. 
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| LIFE AGENCY CHANGES 








Equitable Man Is Los Angeles Man- 
ager—Is Succeeded at Chicago by 
Alexander Patterson 





Ww. M. Hammond, general agent in 
Chicago for the Equitable Life of New 


‘ 


York, has resigned to become manager | 
for the Aetna Life at Los Angeles, Cal., | 


succeeding the late Irwin. 
The change will be effective Apr. 1, 


when Mr. Hammond will celebrate his | 


tenth anniversary as manager of his 
Chicago agency for the Equitable. Mr. 
Hammond joined the Equitable in 1911 
in the Chicago office, after 19 years’ 


J. Muma. | 


connection with the Baltimore & Ohio | 


railroad. In 1915 he was made man- 
ager of one of the Chicago agencies, 
which has grown to a 
agency, the leading one in Chicago and 
one of the largest in the country. 
Aetna Life agency in Los Angeles is 
the second largest in the country for 


$12,000,000 | 


The | 


the Aetna Life, being outranked only | 


by the New York office. Mr. Ham- 
mond has not only developed a large 
agency business, but has maintained a 
large personal production, ranging from 


$300,000 to $750,000 annually and av- | 


eraging nearly $500,000, Mr. Hammond 
has also been very active in the Chicago 
Association of Life Underwriters and 
the Managers Association of Chicago, 
as well as in community affairs in his 
suburban home in LaGrange. 

Alexander E. Patterson, one of the 
ranking agency men of the Equitable, 
though one of the younger men, has 
been appointed manager of the agency 
formerly under Mr. Hammond. Mr. 
Patterson is only 38 years old, but has 
made a remarkable record with the 
Equitable. He entered the insurance 
business in 1908 with the E. A. Woods 
agency of the Equitable in Pittsburgh. 
He continued there until the war, join- 
ing the first officers’ training camp and 
soon getting into active service, the 
youngest major overseas. He returned 
to the Woods agency after the war and 
in 1922 was transferred to New York, 
where he organized an agency, which 
has grown to a $6,000,000 agency. That 
agency’s goal for 1925 is still higher 
and the pace set thus far is at the $9,- 
000,000 rate. The Hammond agency of 
Chicago is a $12,000,000 agency, the 
leader in Chicago and 13th for the en- 
tire country. 





IS MADE ASSISTANT MANAGER 





George Hackman of the St. Louis 
Agency of the Guardian Life 
Takes Eastern Missouri 





George Hackman of the St. Louis 
agency of the Guardian Life has been 
appointed assistant manager in charge 
of organization work in eastern Mis- 
souri territory. For the last eight years 
he has been state auditor of Missouri. 
At the expiration of his second term he 

came connected with the Guardian. 





M. D. Tugendhaft 


Morris D. Tugendhaft has .been ap- 
Pointed a general agent for the Conti- 
ental Life of St. Louis in Chicago. He 
ormerly was with the Metropolitan 

fe. He was with that company for 
two and a half years and has a personal 
Production record of $200,000 a year, 





F. L. Spring 

The Bankers Reserve Life of Omaha 
appointed F. L. Spring manager at 
Tr ort Huron, Mich., branch office. 
¢ home office agency of the company 
S competing with the out state agencies 
: month and the entire state is pitted 
Sainst Washington state in a contest 
or a silver loving cup. 





HAMMOND GOES WITH AETNA | OPENING LIFE DEPARTMENT 





Earls-Blain Company at Cincinnati 
Takes Berkshire for Ohio and 
Kentucky Territory 





The Earls-Blain Company, one of the 
largest and most important agencies in 
Cincinnati, has opened a life insurance 
department in charge of George W. 
Johnson. For five years Mr. Johnson 
was a supervisor in the office of the 
Equitable of New York in Louisville 
and in recent years has been in Cincin- 
nati, the past year as city manager for 
the Aetna Life office. 

The Earls-Blain Company will act as 
general agent for the Berkshire Life in 
southern Ohio and northern Kentucky. 
The Berkshire is entering Kentucky for 
the first time and will have general 
agency openings for Lexington and 
Louisville. Franklin J. White, who has 
been general agent for the Berkshire in 
Cincinnati, will be associated with the 
Earls-Blain Company as cashier of the 
life department and will also continue in 
personal production of business. The 
new department of the agency will write 
accident and health, specializing on non- 
cancellable disability policies of the 
Connecticut General. 


Marsh & McLennan 


Marsh & McLennan, the well known 
insurance firm of Chicago and New 
York, have taken a general agency of 
the Travelers for life and accident in- 
surance. They also have offices in San 
Francisco and Minneapolis and will rep- 
resent the Travelers in those cities. 
Marsh & McLennan do a countrywide 
business. In Chicago Don P. Hayn 
will have charge of this department. 
This firm maintains offices in a number 
of cities in this country and also has an 
office in London. 


J. A. Perkins and J. D. Schmidt 


John A. Perkins and John I. Schmidt 
have been named as agency managers 
for the Bankers’ Reserve Life of 
Omaha at Lincoln, Neb., and have taken 
hold. Mr. Schmidt will be in direct 
charge of the office, while Mr. Perkins 
will do most of the traveling. The 
agency will have 14 counties in south- 
eastern Nebraska, one of the best pro- 
ducing sections of the state. Sixteen 
agents now compose the field force, but 
the number will be increased and a close 
organization formed. Both Mr. Perkins 
and Mr. Schmidt have been members 
of the Security Mutual agency staff. 
Mr. Perkins has had three years’ ex- 
perience with the Midwest and six years 
with the Security Mutual. Mr. Schmidt 
went with the Security Mutual a year 
ago when he finished college. 


George R. Durgan 


The Prudential announces the ap- 
pointment of George R. Durgan as a 
home office representative on the Pa- 
cific coast to specialize in the depart- 
ment of group insurance. His head- 
quarters will be in Los Angeles, where 
he already has spent more than a year. 

Mr. Durgan, as attorney for the large 
Chicago mail order house which is cred- 
ited with having first suggested life in- 
surance as a wholesaling possibility, had 
a part in the original application of the 
group insurance idea in 1910 and 1911, 
and later abandoned law for the life un- 
derwriting field. He will assist the Pru- 
dential field forces from Seattle to San 
Diego in the development of group in- 
surance business. 

His headquarters, temporarily at least, 
will be in the Pershing Square building, 
Los Angeles, with J. S. White, Pruden- 
tial manager for Southern California. 


Paul T. Sessions 


Paul T. Sessions, who has been con- 
nected with the Massachusetts Mutual 
for a number of years, has been made a 











Agency Supervisor Wanted 


One of the sterling, substantial, well 
managed life insurance companies of the 
Central West, is desirous of getting a 
salaried agency organizer, to do special 
development work under the personal 


guidance of the president. 


This com- 


pany is well known throughout its terri- 
tory, has nothing to apologize for, has 
officers who are men of repute and stand- 
ing. It is not a high pressure propori- 


tion. 
sures. 


It believes in insurance that in- 
Its contracts are modern, its sell- 


ing points are convincing, its agency 
arrangements are attractive. The pres- 
ident of this company is willing to pay 
a hard working, experienced man who is 
willing to show his metal, a good salary 
and expenses, with the promise of future 
advancement if the man makes good. 

Send full particulars which will be 


treated in confidence. 
will be read and passed on b 
ident personally. 


The applications 
the pres- 


Address N-40, care 


The National Underwriter. 




















Capital $200,000 





6 be life insurance agent who 
wishes to obtain the representa- 
tion of a reliable and pre-eminently 
honest company will find The Gem 
* City Life admirably suited to his 


needs. 


The Gem City will equip its 


agents to write all forms of personal 
protection and in one good strong 


company. 


There are exceptionally good oppor- 
tunities for agents and general agents 
in good producing territory. 


GEM CITY LIFE INSURANCE COMPANY 


I. A. Morrissett, Vice-Pres. 


DAYTON, 


OHIO 
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# | partner in the Birmingham, Ala. office 
under the firm name of Cox & Sessions. 
Mr. Sessions is one of the strong pro- 
ducers of the company. 








E. Haynes Hall 





q If your present opportunities in the life in- E. Haynes Hall has been appointed 
surance business are limited to personal pro- ees ee 
duction, our agency contract will interest you. 
It offers better than general agency opportuni- J. W. Johnson 
1 est renewals ow cost insuran J. Willi Joh ‘ t of the Fru- 
ties, v ed and | ce. dential Sdn, Minn, has been 
. *.¢ . ° appointed assistant manager by r 
Exceptional opportunities are open in Min- Eide, t St. Paul in the ordi- 
q d Ohi d fi ¢ Wisconsin — ‘Saparumenh. ‘aeatinet anager 
nesota an Oo an a ew in » Johnson has a good producing agency in 
his section of the state and is a large 
@ Check up our record. personal writer. 





Life Agency Notes 


The National Life of Vermont an- 
nounce the appointment of John W 


Natizgegonalwe Bridges and W. Wallace Milburn as 
special agents for Oklahoma. J. Henry 
Johnson is state manager. 
J. Padawer and S, Rothstein, for many 
nsurance pany years widely known insurance men of 


Memphis, have joined the Atlantic Life 

Home Office Madison, Wis. of Richmond as managers for western 
’ , Tennessee, with headquarters in the 

Central Bank building, Memphis. 


Rupert F. Fry, president of the Old 
Line Life of Milwaukee has returned 
from a 10-day visit to Excelsior Springs, 

o He was accompanied on the trip 
by Mrs. Fry. 























‘‘Easier For The Agent’’ 


TU 


“Not once during the last two years has 
it been necessary for me to go to the trouble 
and expense of placing any policy with an 
outside company. If it could be placed at 
all, it could be placed in the Union Central. 


“The salability of the Union Central’s substandard insurance and the 
Company’s low rejection rate have made this possible. 


“That is the sort of service the agent likes, because it makes it easier 
for him to realize the maximum earnings on his effort.” 
——one of the Union Central Managers. 


Less than 7% of the applications presented to the medical depart- 
ment last year were rejected. In spite of this very low rate, the Union 
Central continued to maintain its enviable record of low mortality. 
Thus, increased efficiency in medical selection has benefited the Union 
Central Agent without decreasing the high rate of dividends. 


The Union Central 


Life Insurance Company 


AGE LIMITS AMOUNT 
CINCINNATI, OHIO $500 — $500,000 
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EASTERN STATES | 


LARGE POLICY ON ACTRESs 
Quarter Million for Detroit Produce 
and Star, Biggest Line in The. 
atrical Profession 























Two policies amounting to $250,009 
among the largest ever issued to any 
member of the theatrical profession, 
have been issued to Miss Jessie Bop. 
stelle, Detroit theatrical producer anj 
actress, for whom a group of local busi. 
ness men are sponsoring a specially built 
theater representing a large investment, 
which is devoted entirely to the presep. 
tations of the Bonstelle company, to. 
gether with community social features, 
One policy for $150,000, was issued by 
the Mutual Benefit, while another {or 
$100,000 has been placed with the Pena 
Mutual. Both were written by W. H. 
C. Burnett, life insurance counselor of 
Detroit. All of this insurance upon the 
life of Miss Bonstelle has been taken 
out to compensate investors against 
losses in the playhouse, whose activities 
are founded largely upon her personal 
direction and reputation for success with 
stock company productions in that city 
over a period of years. 





Y. M. C. A. Life Insurance School 


The Newark Y. M. C. A. has in. 
stituted a series of classes in life in- 
surance salesmanship under the instruc- 
tion of James Elton Bragg, formerly 
of the New York University faculty 
and now assistant manager of the 
Knight agency of the Union Central 
Life in New York City. The course has 
been approved by a number of man- 
agers and general agents. At least 50 
students were promised for the course, 
and thus far 65 have been enrolled. 





Given $30,000,000 Quota 


_As their quota for the jubilee celebra- 

tion of the Aetna Life’s 75th anniver- 
sary Hart & Eubank of New York City 
have been assigned $30,000,000 for 
March, April, and May, the largest 
quota ever given any agency, but the 
pace has been maintained so far. 





Broke Connecticut Mutual Record 


The P. M. Fraser agency of the Con- 
necticut Mutual Life in New York City 
broke all records for one week in the 
history of the company so far as any 
general agency is concerned. During the 
week ending March 12, $1,138,640 was 
issued through this agency. Mr. Fraser 
happened to be absent from the office 
during the week and Associate General 
Agent J. M. Fraser was in charge. 





Gives “Small Town” Viewpoint 

Carl W. Smith, district manager for 
the Union Central Life at Kenton, 0O., 
addressed the Advertising Club at 
Columbus Monday on “The Small Town 
Viewpoint of Selling and Advertising.” 
Mr. Smith was formerly engaged in the 
newspaper business in Kenton and Mart- 
ion and at one time was postmaster of 
the former city. 


Examining Southern of Baltimore 


A commission consisting of Carville D. 
Benson, insurance commissioner of Mary- 
land, William P. Cole, Jr., and G. Gus 
Grason has been appointed by the circuit 
court at Baltimore to examine the busi- 
ness and condition of the Southern Life 
of that city. 

The commission was appointed on 4 
petition filed by the insurance commis- 
sioner, which stated that the company 
was engaged in the life, accident and 
health insurance business and alles 
that in the summer of 1924 it was dis 
covered by the Maryland department 
that the condition of the affairs of the 
defendant was below the legal standard 
of solvency established by this state, i? 
that the reserve of the company was d& 
pleted to the extent of approximately 
$10,000. 

The commission will report to the court 
the result of its examination. 
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ONE KANSAS BILL IS VETOED 





I Governor Disapproves Measure to Give 


Insurance Department Supervision 
Of Stock Sales 





TOPEKA, KAN., March 25.—Gov. 
ernor Paulen has vetoed one of the im- 
portant insurance bills passed by the 
jegislature; the measure to give the in- 
surance department complete control of 
the sales of stock of Kansas companies 
during the promotion period as well as 
after the company began writing busi- 
ness. The bill was passed by the house 
and senate without a dissenting vote in 
either branch. 

The bill took away from the blue sky 
department. the regulatory control over 
the promotion of all corporations so far 
as it related to insurance companies. 
The insurance department was given 
complete control over the insurance or- 
ganizations. The bill limited the promo- 
tion expense to 20 percent and author- 
ized the insurance department to make 
such rules and regulations on the sale 
of stock as may be necessary. 

The governor was in complete accord 
with the principles of the bill but he 
felt that there were some provisions in 
it which were too restrictive and might 
be made oppressive. The legislature had 
authorized the appointment of a com- 
mission to revise the insurance laws for 
the 1927 legislature and the governor 
asserted that this commission could 
study the problem and develop a pro- 
posal which would not be too drastic. 

The stock-with-policy life companies 
were quite bitterly opposed to the bill 
and made an active fight against it as 
they were fearful that some insurance 
superintendent might drive them out of 
business. These companies are selling 
stock and actually promoting the com- 
pany during the time they are selling 
insurance, so they would come under the 
supervision of the bill. 





Start St. Louis “Y” Course 


Thirty-five life insurance writers and 
prospective underwriters have started a 
16 weeks’ course in life insurance sales- 
manship at the North Side Y. M. C. A. 
in St. Louis. Earl Wyatt, assistant state 
manager for the Phoenix Mutual Life. 
is managing the course. The lecturers 
will include Edward J. Burkley, M. A. 
Nelson, Stratford Lee Morton, H. E. 
Walker, F. T. Rench, James Blood- 
worth, Flavel L. Wright, F. B. Miller, 
J. A. McVoy, Dr. W. P. Gephardt and 
James J. Parks. 





Gives Layman’s View 

Martin Schweig, vice-president of the 
Schweig-Engel Film Corporation of St. 
Louis, in an address before the Alumni 
Association of the St. Louis Life In- 
surance Training School discussed life 
insurance agents from a layman’s view- 
point, 

He stated that the insurance agent, 
who a few years ago was looked upon 
a a pest, today is accepted as a neces- 
sary business adjunct of the community. 

¢ expressed the belief that the gen- 
tral public needs more education as 
to the value of life insurance. 





Equitable’s Fargo School 


W. L. Boyce, of St. Paul, agency 
Superintendent for the Equitable Life 
of New York, spent several days in 
argo as instructor in the school con- 
ducted by that organization at Fargo. 
t. Boyce was formerly located at 
argo as district manager for the com- 
pany. The school consisted of a series 
of meetings held for the purpose of 
acquainting new field agents with the 

damentals of the insurance business. 
t. Boyce and Dr. J. C. Hickey are 
assisted by two of the North Dakota 
trict Managers. 





HEARING ON ILLINOIS BILL 





Amendment to Incontestable Provision 
Would Restore It to Old Basis 
Before Last Session 





The senate insurance committee in 
Illinois held a hearing this week to dis- 
cuss the proposed amendment to the 
incontestable clause of the standard pro- 
visions act. This is senate bill No. 13, 
introduced by Senator Glackin of Chi- 
cago. The original incontestable pro- 
vision in Illinois was upset by the 
Monahan decision of the Illinois Su- 
preme Court. Four years ago the act 
was amended so that a policy would be 
incontestable “after it shall have been 
in force, during the lifetime of the in- 
sured, for two years from its date.” 

Senate bill No. 13 would eliminate 
the words “during the lifetime of the 
insured” and thus restore the original 
language of the act. It would again 
subject the companies to the evils of 
the Monahan decision. The amendment 
to the Illinois act four years ago was 
advocated by the insurance department. 
Since then the Insurance Commissioners 
Convention has recommended the 
amendment of the standard provisions 
act of other states to conform to the 
amended Illinois act. The Indiana leg- 
islature has recently passed such an 
amendment. No one knows what is be- 
hind the movement to restore the orig- 
inal act. 





Fraternals May Mutualize 


Fraternals have been pushing a bill 
in the Nebraska state senate that will 
permit life insurance companies to take 
over and operate fraternals. The pres- 
ent Nebraska laws forbid this, but it is 
understood that there are several frat- 
ernals writing on the legal reserve plan 
that are planning to convert to mutual 
companies. The bill has passed the 
upper house. 

The senate has indefinitely postponed 
the bill repealing the provisions of the 
Nebraska law which requires medical 
examinations for all life policies. This 
is the last of the several attempts to 
lessen the rigors of this law. 

The house has passed the Caldwell 
bill allowing fraternals to change their 
articles of incorporation by a vote of 
two-thirds of the membership instead of 
90 per cent. It also passed the bill per- 
mitting an increase in the age limit for 
fraternals from fifty-five to sixty. 


EFFECTIVE “CLOSING” 
IDEAS BY DR. ROCKWELL 


(CONTINUED FROM PAGE 3) 


be there. If the man does not want the 
proposition, he cannot be sold, but the 
agent’s work is to get him to want it. 
He made a comparison to the psychol- 
ogy used by the clerks in the depart- 
ment store or haberdashery who respond 
to the passing comment of a prospective 
customer, “I like that” with a motion to 
wrap the article and some flat statement 
such as “charge or cash?” Dr. Rock- 
well cautioned that whatever sugges- 
tions are made along these lines are 
merely suggestions and not formulas for 
successful practice. He said that noth- 
ing works every time. He said that, 
just as bowing a violin is an easy task 
for anyone, practice being the only 
essential to results, the agent can only 
secure a successful “quick closing” sys- 
tem through application of suggestions 
and constant practice. 


Charles E. Donaldson has secured a 
court order directing the Nebraska in- 
surance — ee to issue him a li- 
cense to sell life insurance. Mr. Donald- 
son charged that the department had re- 
fused a permit on the ground of irregu- 
larity in his accounts with a company 
for which he had previously worked. He 
averred this was untrue, and the court 
so found. 





Ninth in the U. S. A. 


In 14 years this Company developed an accident 
and health business that placed it in 9th place 
among all the companies of the United States in 
amount of disability claims paid. And it is now 
making equal progress in the development of the 
Life Insurance Department. 


BUSINESS MEN’S ASSURANCE 
COMPANY 


KANSAS CITY, MISSOURI 





W. T. GRANT, President 
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A Policy You Can Sell 


Here, Life and Accident Insur- 
ance are “United” in one policy. 
Interesting and descriptive liter- 
ature is available. 


Correspondence is invited con- 
cerning YOUR territory. (Penn- 
sylvania offers particularly good 
opportunities at the present time. ) 


UNITED LIFE 


anp ACCIDENT INSURANCE CO. 
Concord New Hampshire 





Address Inquiries to 
EUGENE E. REED, Vice-Pres. 





Cost only $26.61,0.L., Class I, Age 35 





SSUUUEUUROUOOOUUCUEOOEOOEOCUROGEOOEOOEEOGOREEOEROCEOGERUGEG VACEEOUEOOEEOEROGEOGEOOEEOUEOOEOCEOOTOOOSEOGEOOSEOGHOOEEOEEOEEOOSOOUSOOEEODEOEE 
SUUTUTULATSEPEUUOEEEEEGEOOREREROOEOOGGEOOOUOUOGUOUOOOOODEOEEEOODEOELSEONOOOONCUGOLUSUSESUREUSESEOEDOOOUOROREOOOEOHUOUEUOONCONONONOONOOGNN 


SAUUUULEDOEODODEGRODEGRGEOUOREDEGRUREGECROROUROREROOROROROGEOREORGREREOROEEREGEORODEOROREGEOROEODEOROREOIELITS 






Eleven million people within two 
hundred and fifty miles of our Home 
Office— plenty of opportunity for a 
good man. 


We still have a few good openings. 


Direct General Agency Contract—lib- 
eral commissions—but we are ‘“‘hard- 
boiled’’ on advances. 












OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 


S. M. CROSS, President 
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START ON SECOND MILLION 


Seattle Life Underwriters Association 
to Continue Drive for Hospital 
Endowment 





SEATTLE, WASH., March 25— 
With the first million dollars raised, 
responsibility for raising the second 
million of the $2,000,000 endowment in- 
surance fund for the Seattle Orthopedic 
Hospital has been accepted by the Sales 
Executives’ Club of the Seattle Life 
Underwriters Association and the sec- 
ond part of the campaign is now under 
way with Marion R. Cummings, presi- 
dent of the club,-in charge. 


Agencies Given Quotas 


Originally the campaign was limited 
to February, but it has been decided to 
carry it on indefinitely, or until the en- 
tire fund is raised. Each agency has 
been assigned and has accepted a quota 
of the remainder of the fund, and will 
keep at work until its quota is reached 
or exceeded. One agency has already 
beaten its quota by $5,000, and a number 
of others have reached their mark. 

The sum already raised, it is declared, 
is greater than that obtained in any 
similar campaign in the United States. 
The insurance is sold under the 20-year 
endowment plan in amounts from $1,000 
upwards. 

Other towns in western Washington 
are also helping. Bellingham alone has 
taken out $70,000 to date. 

The campaign has resulted in more 
publicity being given to the institution 
of life insurance than ever before in the 
city’s history. The daily papers carried 
stories every day during its height, and 
arguments for buying insurance were 
also used. Business men have been 
thoroughly educated in the matter of 


using life insurance for business pur- 
poses. 


Propose Inheritance Tax Changes 


Of interest to underwriters handling 
inheritance tax insurance is a bill now 
under consideration by the Colorado 
legislature proposing drastic revision of 
the present state inheritance tax laws. 
These revisions would decrease the 
actual tax levy on estates and increase 
the amount of exemptions allowed. The 
work is under the supervision of a spe- 
cial committee of the Denver Chamber 
of Commerce, Representative J. Nelson 
Truitt, author of the bill amended, and 
the house committee where the bill now 
rests. The purpose of the move, it is 
said, is to reduce unnecessarily high 
assessments in the state, so as to attract 
capital to Colorado and not drive it 
away. 








Illegal Operation Voids Policy 


Submission to a criminal operation 
constitutes a violation of the law and 
makes invalid a life insurance policy, 
according to a directed verdict ordered 
in district court in Denver. Plaintiff was 
the mother of a policyholder insured for 
$1,000 by the Security Benefit Associa- 
tion. The daughter, Leona Watkins, 
died June 22, 1923, as the result of an 
illegal operation. The insurance asso- 
ciation refused payment on the grounds 
that submission to the operation consti- 
tuted violation of law. 





Business Good on Coast 


A substantial increase in business on 
the Pacific Coast has been an outstand- 
ing bright spot in the insurance world, 
according to George E. Risley, superin- 
tendent of agencies for the Connecticut 
General Life, who was recently in San 





Francisco on an agency inspection trip. 





“There has been no depression in the 
insurance world,” said Mr. Risley, “the 
war started the habit and it is continu- 
ing with steadily increasing benefits.” 





Honor Cunningham at Los Angeles 


Harry R. Cunningham, vice-president 
and general manager of the Montana 
Life, was the guest of honor at a ban- 
quet given by the field force of the 
southern California agency of his com- 
pany at Los Angeles. The attendance, 
consisting of the agents and their wives, 
numbered about 75. There was no set 
program of speeches. Mr. Cunningham 
delivered the principal address, discus- 
sing the plans of the company, its 








growth during the past and its progsp. 
for a banner year in 1925. 


Will Write Accident Business 


Announcement has been made by E 
Lestock Gregory, general agent in ng 
ern California for the Aetna Life, 4 
hereafter the northern California ag 
life department will be known az , 
“life and accident department” and 
the agency will appoint agents throy 
out northern California to write accij 
and health hereafter, as well as life 
group. The announcement states fy 
“This, of course, makes no change ip » 
tinuance of accident-health connections 
the company’s western branch office” 
honor of “Presidents’ Diamond Jub 
Mr. Gregory’s agency is staging a con 
with the goal at $4,262,952, covering, 
period from March 1 to May 31, 
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ALLEN OUT TO BREAK RECORD 
Secretary of the Memphis Life Under- 
writers Association Is Out to Make 
New Figure on Applications 





MEMPHIS, TENN., Mar. 26.—H. G. 
Allen, secretary of the Memphis Life 
Underwriters Association and agent for 
the Bankers Life, is laying plans for a 
drive to break the world’s record in 
insurance sales for one month. He will 
make his effort in May, and is setting 
600 policies as his goal. A committee 
of 50 business men is to sponsor the 
campaign. 


Figures on Arkansas Leaders 


Figures have been given out by the 
Arkansas insurance department on the 
business of the seven companies carry- 
ing in excess of $20,000,000 in force in 
the state. 

New York Life leads the list with 
$52,204,976 in force and $7,667,637 in 
new business. The Aetna comes next 
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with $37,354,180 in force and $11,314) 
in new business. The Metropolitan; 
third with a total of $35,253,028 in for 
and $10,303,435 in new business, 
Mutual Life of New York is foy 
with $32,414,188 in force and $5,053! 
in new business last year. The Uni 
Central is next with $24,820,536 in for 
and new business amounting to $3,10h 
250. The Home Life of Arkansas k 
a totel in force of $24,032,643 and %, 
408,975 in new business. The Equita 
Life of New York has $23,063,333 i 
force and last year wrote $4,895,565, 































Prudential Men at Memphis 


Edward D. Duffield, president of th 
Prudential, and other officials of th 
company, were visitors at Memphis th 
latter part of this week. In the pary 

















with Mr. Duffield were George W. Mu B® assistant 

sick, vice-president in charge of age 

eies; John W. Stedman, vice-president i 

charge of' the bond department; W. 1 McC 

Hamilton, vice-president; Frederick 4 CA 

C. Baker, assistant secretary, and Heny Actna L 

B. Sutphen, assistant secretary. been ap 
Several conferences with agents wer 

scheduled. The party were guests of th _ 

















BANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 


Home Office: 
Assets’ - ° 


Lincoln, Nebraska 


$24,700,000.00 





Lincoln, Nebraska. 


1 Gentlemen: 


as your settlements are great. 


Garrison, Kansas, February 3, 1925. 
Bankers Life Insurance Company, 


I received through your general agent, Carl Lutz, your draft No. 69847 
for $1,578.23 in consideration of my policy No. 18239 that I have carried with 
your Company for 20 years. This is $375.23 more than what I have paid to 
your Company besides my protection or plainly speaking you have paid me 
$18.76 per year in addition to my annual premium of $60.15. 


Wishing now that this policy had been for $5,000.00 instead of $1,500.00 


Respectfully yours, 
CHAS. A. FRITZ. 


TWENTY PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 
TWENTY YEAR SETTLEMENT 
Matured in the 
OLD LINE BANKERS LIFE INSURANCE 
COMPANY 
of Lincoln, Nebraska 





ml 


er ee 





Name of insured. 
Residence... ... 
Amount of policy. 








If interested consult one of our agents or write 


Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Streets, Lincoln, Nebr. 


eee ee ewe eeee 


Total premiums paid..... 


SETTLEMENT 


Total cash paid Mr. Fritz $1,578.23 and 
20 years insurance for nothing 
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pmphis Life Underwriters Association 
a luncheon, at which Mr. 
From Memphis the visitors are 
go to Nashville. 


Duffield 





Columbian Mutual Convention 


One hundred field men of the Colum- 
Mutual Life of Memphis held a 





three-day convention in Memphis. It was 
brought out that the organization has 
grown 500 percent in the last ten years, 
and has erected one of the most beauti- 
ful buildings in the South to house its 
home office. Talks were made by Lloyd 
T. Binford, president; George W. Clay- 
ton, secretary, and others. 






















IN THE ACCIDENT AND HEALTH FIELD 
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OUNG IS ELECTED PRESIDENT | 


the Late S. W. Munsell as 
Head of Monarch Accident—Other 


Officers Named 


Young has been elected 
esident and general manager of the 
onarch Accident, 
taused by the death of Samuel W. 
founder and president. 
oung has been actively associated with 
he company for 21 years. 
junior clerk in 1904. During his 
vice with the company the gross in- 
ome has grown from less than $12,000 
nnually to over $1,2 
has advanced through all of the home 
pfice positions, now stepping from the 
ofice of secretary and treasurer to the 


to fill the vacancy 
Mr. 


He started 


25,000. Mr. Young 


At the same meeting of the directors 
riton E. Nay was elected secretary 
end treasurer and Louis C. Clarke was 
lected assistant treasurer. 
has “ with the company 
r. 


Mr. Nay 
for five 


Clarke, before joining the 


Massachusetts 
The other officers who will continue in 
ofice are Gurdon W. Gordon, 


and 


was, an examiner with the 
insurance 


department. 


vice- 


Charles H. Munsell, 


assistant secretary. 


McCarger Given Wide Territory 


C. A. McCargar, general agent of the 
Aetna Life for the state of Oregon, has 
been appointed a general agent for the 
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ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 


160 N. La Salle St. 
Telephon« State 7298 


CHICAGO, ILL. 


ACTUARY 








A. GLOVER & CO. 
Consulting Actuartes 

Life Insurance Accountants 
Statisticians 

% South La Salle Street, Chicage 








H. NITCHIE 
A s 

Bldg. 19 S. La Salle 
| Telephone State ‘Sn ae caNCAGO 





a 





HARRY C. MARVIN 
CONSULTING ACTUARY 


2105 North Meridian St. 
INDIANAPOLIS, INDIANA 
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HN E. HIGDON { Actuaries 
OHNC. HIGDON 


600 G 
|¢itior Retain 





—— 





J. 





COUNS FLOR 
AT LAW 
CONSULTING ACTUARY 


Premiums, Baserves, & Surrender Val- 
Bee, etc., Valuations 




















writing of accident and health, life cer- 
tificate, non-cancellable and group disa- 
bility business for the entire Oregon 
territory, as well as for the counties of 
Clarke, Cowlitz, Skamania and Wahkia- 
kum in Washington. The agency of 
Bates, Lively & Pearson, general agents 
of the accident and liability department 
of the Aetna Life for the state of Ore- 
gon, will have equal privileges with Mr. 
McCargar in the development of com- 
mercial accident and health lines, life 
certificate, non-cancellable and group dis- 
ability business in all of the territory 
named above. 


Fight Bill to Bar Proxies 


A public hearing before the committee 
on insurance in the Iowa house developed 
considerable opposition to the bill which 
provides that “voting by proxy at any 
regular or special meeting of any assess- 
ment accident association is hereby pro- 
hibited.” Representatives from several 
such organizations were present at the 
hearing and voiced bitter opposition to 
the measure. Commissioner Kendrick is 
very much against the Dill. It was 
argued that in case the bill became a 
law it would permit resident members to 
conduct the affairs of such companies as 
they saw fit, as policyholders residing at 
a distance ‘vould not find it possible to 
turn out in such numbers as those resid- 
ing near the seat of government of such 
companies. The contention is that proxies, 
issued in good faith, are as much entitled 
to consideration as are the votes given 
in person by those whose residence makes 
it easy and inexpensive to attend. 


Data as to Big Stores 


The insurance department of the United 
States Chamber of Commerce has gotten 
out a pamphlet following a survey of 
plans initiated by various department 
stores for taking care of disabled em- 
ployes. There were 54 large stores in- 
vestigated. The pamphlet goes into con- 
siderable detail as to how these large 


| projects are conducted. The weekly bene- 
| fit covers sickness and accident in most 
| cases. 


| Casualty of Detroit, 


San Francisco Managers Organize 


A health and accident managers’ club 
has just been organized in San Francisco. 
The club is a more or less informal 
“round-table” affair, having as its pri- 
mary object the better acquaintanceship 
and interchange of ideas between its 
members. Charles A. Whitchurch, man- 
ager of the health and accident depart- 
ment of the California Agencies, has been 
elected president; W. H. Salway, manager 
of the accident department of the Union 
Indemnity, vice-president, and George 
Johnson, manager of the personal acci- 
dent department of the U. S. F. & G., 
secretary and treasurer. A committee 
composed of Messrs. Salway, Johnson and 
Gebhardt of the Maryland Casualty has 
been named to draw the by-laws of the 
club. Meetings are to be held the first 
and thitd weeks of each month. 


A. O. Isaac’s Change 


A. O. Isaac, adjuster for the National 
has resigned as of 


| April 1 to become assistant secretary- 
| treasurer of the Title Guaranty & Casu- 


| alty, another Detroit company 


writing 
health and accident insurance. Mr. Isaac 
is well fitted for his new position. He 
has been with the National for five years. 
Previous to that he was claim examiner 


| for the Massachusetts Bonding for five 


years. The Title Guaranty & Casualty 
has built a nice business in and around 
Detroit and will no doubt make a better 


showing under Mr. Isaac’s management. 





Teachers Take Group Insurance 


The Columbus, O., Teachers Federation 
has approved a group insurance plan sub- 


| mitted by the United States Life & Cas- 


ualty. It is expected that more than 75 
percent of the teachers will accept the 
opportunity to take out insurance under 
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PLAN FOR GREATER ACTIVITY 


New York Association Meets With Na- 
tional Association Officers to 
Work Out the Plan 


At a joint meeting Tuesday, of the 
executive committee of the New York 
Life Underwriters Association and the 
local members of the executive com- 
mittee of the National Association, Wil- 
liam A. Searle, assistant to President 
Clegg, reported on the activities of lo- 
cal associations throughout the country 
as compared with those of the New 
York association, offering suggestions 
for the increased program of activities 
and service planned by the association. 
It is proposed to work out a plan of 
increased activities for a year and sub- 
mit it to the members for consideration 


after which the executive committee 
can decide on the cost and determine 
whether an increase in dues will be 


necessary, an increase in membership or 
both. Mr. Searle said that some of the 
associations are preparing an elementary 
textbook on the nature and purpose of 
life insurance to be used in the gram- 
mar and secondary schools and many 
of them are furnishing speakers to ad- 
dress women’s clubs in an effort to 
break down the resistance on the part 
of women to life insurance. 


St. Louis, Mo.—John L. Shuff, general 
agent for the Union Central Life in Cin- 
cinnati, was the principal speaker at the 
March meeting of the St. Louis Associa- 
tion. His subject was “The United 
States Life Underwriters.” Mr. Shuff has 
always taken an active interest in the 
affairs of the National Association, hav- 
ing served as president of that organiza- 
tion. He reviewed the history of life 
insurance as an institution and the de- 
velopment of the individual agent, and 
strikingly brought home the need for 
national, state and local associations of 
underwriters for their individual pro- 
tection and the protection of the institu- 
tion of which they are a part. 

The meeting was one of the largest 
held by the association in recent years. 
The address was preceded by a dinner. 





7 * 
Seattle, Wash.—Warren M. Horner, 
formerly prominent in insurance work 


at Minneapolis, who has now taken up 
his residence here, made the principal 
address at the monthly dinner meeting 
of the Seattle association. Mr. Horner 
has also been asked to address the na- 
tional convention of Life Underwriters 
of Canada on April 23. He spoke on 
“Building a Life Insurance Clientele” at 
the meeting here. Awards for work in 
the Children’s Orthopedic Hospital $2,- 
000,000 endowment insurance campaign 
were also announced at the dinner. 
* * 

Louisiana—The March meeting of the 
Louisiana association is in New Or- 
leans Friday. The meeting will be in 
charge of the Mutual Life, and Manager 
R. F. Lawton promises a most interest- 
ing program. 

x * * 

Los Angeles, Cal.—About 350 members 
and guests attended the monthly dinner- 
meeting of the Los Angeles association. 
Frederick S. Burgess, leading personal 
producer of the local Mutual Life agen- 
cy, spoke on “When a Man Dies Worth 
Par.” Attention was forcibly directed to 
each of the most important needs for 
protection by the man who desires to 
die worth par to his family, to his busi- 
ness, and to his community. 

John G. Purple of the Mutual Life 
agency, spoke briefly on “Life Insurance 
Habits.” He mentioned a number of the 
most serious of the bad habits that are 


largely responsible for the failure of 
the life underwriter to achieve a full 
measure of success, illustrating his 


points by relating stories from the field 
of his own experience or of which he 
had knowledge. James P. Casey, assist- 
ant manager of the Mutual Life, had the 
topic, “This Great Business of Ours.” 
In a good natured manner he scored the 
life underwriters for their lack of en- 


ergy and industry, and did not spare 
himself but frankly admitted the sins 
which, if persisted in, cause so many 


men to fail in the field of life insurance 
salesmanship. 





this arrangement, 





President Anderson announced that it 





AGENTS 
who can SELL 
as well as WRITE 


Can always be given an interesting 
proposition, much territory still 
awaiting capable representatives. 
Your inquiries will have considera- 
tion. 


UNION MUTUAL LIFE 
INSURANCE eri 





Portland, Maine 
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A. Moe=ray Horxins, Manager of Agencies 


Home Office Building 
111 N. BROAD ST. PHILADELPHL, PA 
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MORE THAN 50% 


of the business written by some o} 

agencies is a direct result of the Fideltt lit y tend 

service. Our agents interview feeuventedi: 
people who have written the 

Ditice fort information. 

Fidelity is a low-net-cost company operat - 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 








MR. AGENT! 


Do you care for QUALITY, 
not SIZE? Age, Sound Expe- 
rience, Low Cost, a Splendid 
Record for over 67 years? 


Then why not take 
a General Agency for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 








Agency Man 


Position wanted, by experienced Agency 
Manager or Field Supervisor. Best of ref- 
erences. fould consider detail and pub- 
licity work in agency department. 
Address N-4@ 
Care The National Underwriter 











Life Agents 


Can increase their income by writing fire 
and casualty lines through live local agency 
in Insurance Exchange representing first 
class companies. Get in touch with us. 
Address N-Sl, 
Care The National Underwriter. 














a week is the cost of The 
National Underwriter by 
annual subscription 











THE NATIONAL UNDERWRITER 
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W. L. MOODY, JR. 
President 


ASSETS 


Real Estate Owned........-$ 1,087,812.90 

Mortgage Loans..........-- 6,890,667.88 — ie 5 ean 526%  eaanaeenaaied instructor in psychology at Stanford 
Collateral Loans........++-- 28,000.00 Process of Adjustment or University and formerly connected with 
Loans on Company’s Policies. 1,935,186.95 Adjusted and Unpaid 191,769.07 the Carnegie Tech. school of life insur- 

Bonds and Stocks.......... 1,658,484.10 Reserve for Taxes and Depre- yer ance salesmanship 
FS ea CIATION ..eseseereseceeeees 167,652.47 At a meeting of the executives of the 
cat tien aed peed *  g80'589.96 on aol eye 199,680.52 association held this week it was de- 
and Uncollected Pr Aaiened Fund & ,900,000. cided to conduct a one-day sales con- 
miums (net).............. 458,620.28 a ll 8,106,517.56 gress on May 8. The program for the 
Unearned Fire Ins. Prem 1,418.07 OED sends s Tyeeneees sales congress is in charge of Victor A. 
—————_—_ ecurit : Anderson, first vice-president jof the 
Total Assets.........+..$20,068,899.07 a > My —~ © 8,106,517.56 association. It is planned to have morn- 


Total Liabilities. ........$20,058,899.07 


GAINS MADE DURING 1924 
Increase in Insurance in Force.......+...+ 


Increase in Admitted Assets ..... 
Increase 


Surplus Security to Policyholders. . 
TOTAL PAID POLICYHOLD. 
ERS SINCE ORGANI- 
ZATION 


INSURANCE IN FORCE 
DECEMBER 81, 1924 


$252,067,422.00 $16,354,807.66 


Ordinary Life, Industrial Life & Accident Insurance to Meet the Requirements off Every 
Insurable Person. 


HOME OFFICE BUILDING 


the Republic of Cuba and Territory of Hawaii 
Income Averages, $754,650.00 per Month 


Operates in Twenty-Two States, 
Gross 






American National Insurance Company 
OF ~~ 


FINANCIAL STATEMENT DECEMBER 31, 1924 


Net Reserve—American expe- 


had been decided to revive the publica- 
tion of “Blue Steam,” the monthly organ 
of the association, under the editorial 
direction of Frank F. Peard, chairman 
of the publicity committee and a former 
newspaper man of wide experience. 
x * * 


Northern .California—The. principal 
speaker at the regular monthly meeting 
of the Northern California association at 
San Francisco was Dr. Edward Strong, 


















W. J. SHAW, 
Secretary 







LIABILITIES 








































ing and afternoon sessions followed by 

a banquet and third business session in 

the evening. Salesmanship will be the 

theme of the sales congress. 
x * * 








« + -$37,030,018.00 










2,983,310.58 
cece 237,346.11 North Texas—The North Texas asso- 
ciation is now engaged in a membership 
ADMITTED ASSETS campaign by which it hopes to increase 
$20,058,899.07 its membership 300. The association is 


offering ten trips to the National Asso- 
ciation meeting in Kansas City as prizes 
for the best membership getters. The 
ten members obtaining the greatest 
number of members for the association, 
provided the number is more than 20, 
will get a free trip to the National Asso- 
ciation convention in September. Re- 














TODAY 


the Cleveland Life offers a re- 
markable opportunity to the right man 
to establish a remunerative business. 


Toda 


A man who has sales and organiza- 
tion ability, with a reputation for hon- 
esty and integrity, with a determination 
to make life insurance his life work, will 
find no greater opportunity than the 
Cleveland Life offers him today. 


And the Cleveland Life will back him 
to the limit. 


Address 


Ray H. Finger, Manager of Agencies 





GENERAL AGENCY 
OPENINGS IN 


Ohio 
Pennsylvania 
West Virginia 
Indiana 
Kentucky 
Michigan 
Illinois 











Home Offices: 


THE 


CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 


Cleveland, Ohio 








| 


ports are that applications for mem) 
ships are coming in rapidly. 
* * * 

Davenport, Ia.—The Davenport 
ciation held its meeting March 
Franklin B. Yetter, vice-president Jp 
National Bank of Davenport, deliye 
an address. The main activity bef» 
the association is preparing a one.4 
meeting of all life men to be held 
time during May. 














WITH INDUSTRIAL MEN} 





Quick Action After Mine Disaster 


When W. Scott Deming, vice-presidey 
of the Public Savings Insurance (Coq, 
pany, read one morning several weey 
ago of the mine disaster in Sullivan, Ing 
in which 51 miners lost their lives } 
dropped all other business and went y 
once to Sullivan by the first train, ta}. 
ing with him a check book. Mr. Demip 
was accompanied by Secretary Charis 
W. Folz and Claim Adjuster Hiatt. 
arrived in Sullivan that afternoon ay 
found that eight policyholders had bey 
killed, one of whom had two policies 
the Public Savings. Before night eag 
of the stricken families had its Publ 
Savings check and Mr. Deming said thy 
it was one of the most satisfying exper. 
ences of his life to be able to bring sua 
immediate relief to these saddend 
homes. The Public Savings officials wen 
actuated not alone by a desire to mak 
a record in the community for paymen 
of claims, but it was known that mud 
distress would follow this disaster ani 
they wanted to extend the reassuran: 
and assistance that prompt settlement o 
life insurance would bring. The aggre. 
gate of the policies was only a littk 
over $4,000 but every penny of it went 
where it was urgently needed. 












































































Honor Metropolitan Richmond Manager 


A dinner in honor of A. R. Blue, ma- 
ager of the Richmond district of th 
Metropolitan Life, was given the othe 
evening at the Richmond hotel by men- 
bers of the agency force of that city 
in celebration of his rounding out % 
years of service with the company, A 
suitably engraved gold watch was pre 
sented him, the presentation addres 
being made by Waverley Smithie, one of 
Mr. Blue’s assistants. Oscar Kahn, a 
other assistant, acted as toastmastet. 
There were nearly 75 present. Mr. Blu 
started with the company in New Or 
leans in 1900, working there seven years. 
He was then transferred to Jacksonville, 
Fla., and was made manager there i 
1908. Before going to Richmond t 
years ago he was manager successively # 
Augusta, Savannah and Birmingham fo 
the Metropolitan. 










Billionaire Corporations 
in Life Insurance Field 


‘Forbes Magazine” points out that 
there are now 14 corporations in th 
United States that have assets exceed: 
ing a billion dollars each. Two of these 
are in the two billion class. Until rt 
cently the only two billion dollar com 
cern was the United States Steel Cor- 
poration. The Southern Pacific railroad 
however, has now joined this class. Th 
two insurance comyanies in the billion 
dollar class are the New York Life an? 
Metropolitan Life. Attention was cal 
by the writer to the fact that the Met 
ropolitan Life’s annual insurance sales 
now exceed one billion dollars. 


Asks Support for Code Bill 


MADISON, WIS., March 24—De 
claring that next to the tax bill now 
pending before the legislature, the 
measure for the codification of all ™ 
surance laws in the state is of the most 
importance. Commissioner W. Stanley 
Smith has sent a letter to the legislature 
asking support for, the codification 
measure. Mr. Smith pointed out in his 
letter that insurance companies Ope! 
ated in Wisconsin collect $77,000, 

annually in premiums. He pointed ott 
that there is much opposition to the 
codification measure, but he urges all 
members of the legislature to be preset 
at the hearing this week so that they 











may get full facts about the bill. 
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NEWS ABOUT LIFE POLICIES 




















March 

gl New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
ity bef Policy Literature, Rate Books, etc. Supplementing the “‘Unique Manuai- 
& one Digest” and “Little Gem,” Published Annually in May and April respectively. 
held PRICE, $3.50 and $2.00 respectively. 

















MEN METROPOLITAN’S NEW SCALE | cight months of 
cae at | 


Preliminary Announcement Made on 20 | 
Disaster Pay Life and Endowment at 85, 





the year, 


showing 
notable increases in the dividends paid 


on 20 payment life and endowment at 
age 85. The dividends on the other 
| forms will be the same as shown in the 


~Presidey Showing Notable Increases last schedule, but on these two forms 
—- o amas | the dividends have been readjusted. In- 
ivan tna The Metropolitan Life has issued a | creases in some cases are well over 30 
lives, MEE preliminary announcement on its 1925 | percent. The new schedule on these 
1 went gm dividend schedule, payable for the last | two forms is as follows: 
rain, tak. 
r. Demin 20-PAYMENT LIFE 
y Charley 
att. ‘They Prems, Prems. 
noon and toi 4 a ees ~ wae pee — oy Te Div. at End Year——————., 
Age 8 9 
had bee $3.43 $3.56 $4.28 $4.45 $20.80 $2.88 $3.06 $3.24 $3.45 $3.70 $3.97 
3 3.57 4.31 4. 21.1 2.89 3.07 3.25 3.47 3.72 3.99 
3.47 3.61 4.36 4.53 21.41 2.90 3.08 3.29 3.49 3.76 4.04 
3.49 3.63 4.39 4.56 21.74 2.91 3.09 3.30 3.52 3.78 4.07 
3.52 3.66 4.43 4.60 22.08 2.92 3.11 3.32 3.55 3.82 4.10 
3.55 3.69 4.47 4.65 22.42 2.93 3.13 3.34 3.56 3.84 4.14 
3.57 3.72 4.52 4.70 22.79 2.94 3.15 3.36 3.59 3.87 4.1 
3.58 3.73 4.54 4.73 23,17 2.95 3,16 3.38 3.61 3.89 4.2 
3.59 3.75 4.57 4.77 23.57 2.96 3.17 3.39 3.62 3.92 4.2 
3.61 3.77 4.61 4.82 23.98 2.97 3.18 3.41 3.66 3.96 4.2 
3.62 3.78 4.64 4.85 2442 2.98 3.19 3.43 3.68 3.98 4.3 
3.66 3.83 4.70 4.91 24.85 2.99 3.22 3.45 3.71 4.02 4.3 
3.70 3.87 4.76 4.97 25.31 3.00 3.24 3.47 3.74 4.06 4.4 
3.72 3.89 4.80 5.02 25.79 3.01 3.25 3.50 3.77 4.09 4.4 
3.74 3.92 4.84 6.07 26.28 3.02 3.26 3.52 3.79 4.13 4.4 
3.78 3.96 4.90 5.13 26.80 3.03 3.28 3.54 3.83 4.17 4.5 
3.79 3.98 4.95 5.19 27.35 3.04 3.29 3.55 3.84 4.20 4.5 
3.82 4.02 5.0 6.24 27.92 3.05 3.31 3.58 3.88 4.23 4.6 
3.87 4.06 5.08 5.32 28.49 3.06 3.32 3.61 3.91 4.27 4.6 
3.89 4.09 6.13 5.38 29.11 3.07 3.34 3.63 3.94 4.31 4.7 
3.93 4.14 5.19 5.45 29.76 3.08 3.36 3.65 3.96 4.35 4.7 
3.98 4.19 5.27 5.53 30.43 3.09 3.37 3.68 4.00 4.40 4.8 
4.01 4.23 5.33 65.59 31.13 3.10 3.40 3.71 4.04 4.45 4.8 
4.02 4.25 5.38 5.66 31.88 3.11 3.41 3.72 4.06 4.47 4.9 
4.09 4.32 5.47 5.76 32.64 3.12 3.42 3.75 4.10 4.52 4.9 
4.15 4.38 5.56 5.85 33.46 3.13 3.44 3.78 4.13 4.57 5.0 
4.17 4.41 5.63 5.93 34.32 3.14 3.47 3.80 4.17 4.61 5.0 
4.23 4.46 5.73 6.04 35.21 3.15 3.47 3.82 4.19 4.64 6.1 
4.28 4.53 5.82 6.13 36.17 3.16 3.49 3.85 4.23 4.69 65.1 
4.35 4.61 5.93 6.25 37.17 3.17 3.52 3.88 4.26 4.73 5.2 
4.41 4.67 6.04 6.36 38.24 3.18 3.53 3.90 4.30 4.77 5.2 
4.46 4.73 6.13 6.47 39.36 3.19 3.54 3.92 4.32 4.81 5.3 
4.54 4.82 6.25 6.60 40.56 3.20 3.56 3.94 4.35 4.85 65.3 
4.62 4.91 6.38 6.73 41.83 3.21 3.58 3.98 4.39 4.89 65.4 
4.71 56.00 6.52 6.88 43.18 3.23 3.62 4.01 4.44 4.95 6.4 
4.82 65.12 6.70 7.06 44.61 3.27 3.65 4.06 4.49 5.01 5.5 
4.98 5.28 6.91 7.28 46.14 3.34 3.72 4.13 4.57 6.10 5.6 
5.19 5.51 7.19 7.56 47.76 3.45 3.85 4.27 4.71 5.25 5.8 
5.45 5.77 7.49 7.87 49.50 3.61 4.02 4.44 4.89 5.44 6.0 
5.76 6.08 7.87 8.27 651.36 3.82 4.22 4.66 6.11 65.66 6.2 
6.12 6.45 8.30 8.70 653.35 4.07 4.49 4.90 5.38 5.94 6.5 
6.52 6.86 8.77 9.18 55.48 4.34 4.76 5.20 5.68 6.23 6.8 
6.95 7,29 9.28 9.69 57.76 4.62 65.05 5.50 5.97 6.54 7.1 
7.36 7.71 9.78 10.20 60.21 4.90 5.33 5.78 6.26 6.83 7.4 
7.83 8.18 10.33 10.75 62.84 5.19 5.63 6.09 6.57 7.15 7.7 
8.31 8.68 10.91 11.33 65.68 5.49 5.95 6.40 6.89 7.47 8.0 
20-PAYMENT LIFE 
Prems. 
Div. at End Year—————, Jan. -—Div. at End Year—, 
12 13 14 15 16 17 1907 17 18 19 20 
Dt tC wien shee O6he seane SSe0 Gees S008 eee 
Ga Gee Gee esese “esos ere eeece eee coee ceee eve 
Ga «Gi Gee ccee cease e808 eoese eee Sene ec06 eve 
Ge Gee Gee cece coos coee coves woes Oa0) seee o8e 
Ge, Gee Ge vane saece 6eas encase e000 2006 e880 «ce 
4.47 4.83 5.21 $5.63 $6.08 $6.44 $23.31 $7.33 $7.70 $8.07 $9.0 
4.51 4.87 5.27 5.70 6.16 6.52 23.69 7.42 7.80 8.19 9.1 
4.55 4.93 65.34 5.77 6.24 6.61 24.08 7.52 7.90 8.30 9.2 
4.59 4.97 5.38 5.83 6.31 6.69 24.48 7.60 7.99 8.40 9.5 
4.64 5.03 5.44 5.90 6.39 6.78 24.91 7.71 8.10 8.52 9.5 
4.69 5.08 5.51 5.98 6.48 6.87 25.35 7.80 8.21 8.63 9.6 
4.74 6.14 5.58 6.06 6.57 6.98 25.80 7.93 8.34 8.77 9.7 
4.79 65.21 5.66 6.14 6.66 7.07 26.27 8.03 8.46 8.90 9.9 
4.85 6.27 5.73 6.23 6.77 7.18 26.76 8.15 8.58 9.03 10.1 
4.89 5.33 5.80 6.30 6.85 7.28 27.27 8.27 8.71 9.17 10.2 
4.95 5.40 5.87 6.39 6.95 7.39 27.80 8.39 8.84 9.31 10.4 
4.99 6.45 5.94 6.47 7.04 7.40 28.36 8.50 8.96 9.44 10.5 
5.05 5.52 6.02 6.56 7.14 7.60 28.94 8.62 9.09 9.58 10.7 
5.11 56.59 6.10 6.65 7.25 7.71 29.53 8.75 9.23 9.73 10.9 
5.17 56.66 6.18 6.74 7.35 7.82 30.16 8.87 9.37 9.87 11.0 
5.23 5.72 6.26 6.84 7.46 7.94 30.83 9.01 9.51 10.02 11.2 
6.29 6.80 6.34 6.93 7.57 8.06 31.51 9.14 9.64 10.17 11.4 
5.37 5.88 6.44 7.04 7.68 8.19 32.22 9.28 9.79 10.33 11.6 
5.41 6.93 6.51 7.11 7.77 8.28 32.97 9.37 9.91 10.44 11.7 
5.47° 6.02 6.60 7.22 7.89 8.40 33.76 9.52 10.06 10.61 11.9 
5.54 6.09 6.68 7.32 8.00 8.53 34.59 9.66 10.21 10.77 12.1 
5.61 6.16 6.76 7.42 8.10 8.64 35.46 9.78 10.33 10.91 12.3 
5.65 6.23 6.83 7.49 8.22 8.75 36.38 9.92 10.48 11.06 12.4 
5.72 6.30 6.93 7.59 8.31 8.87 37.35 10.05 10.61 11.21 12.6 
5.78 6.37 7.02 7.69 8.42 8.98 38.37 10.18 10.76 11.36 12.8 
5.84 6.45 7.09 7.78 8.52 9.09 39.45 10.30 10.88 11.50 13.0 
5.90 6.51 7.16 7.87 8.62 9.19 40.69 10.42 11.02 11.64 13.1 
6.96 6.57 7.24 7.96 8.72 9.31 41.81 10.56 11.15 11.79 13.3 
6.01 6.64 7.32 8.04 8.81 9.41 43.10 10.68 11.29 11.92 13.5 
6.09 6.73 7.41 8.14 8.92 9.53 44.47 10.82 11.43 12.08 13.7 
6.17 6.82 7.50 8.24 9.04 9.65 45.92 10.96 11.58 12.23 13.9 
6.28 6.93 7.63 8.39 9.18 9.79 47.48 11.13 11.77 12.44 14.1 
6.44 7.10 7.80 8.57 9.38 9.99 49.13 11.36 12.00 12.68 14.4 
6.64 7.31 8.03 8.79 9.61 10.24 650.88 11.62 12.26 12.94 14.8 
6.88 7.55 8.27 9.04 9.88 10.50 652.77 11.91 12.56 13.26 15.1 
7.17 7.85 8.58 9.35 10.19 10.81 654.79 12.25 12.91 13.61 15.5 
7.47 8.16 8.89 9.67 10.51 11.14 66.96 12.62 13.29 13.99 16. 
7.79 8.48 9.21 9.99 10.83 11.47 69.28 12.99 13.66 14.38 16.48 
8.09 8.78 9.52 10.30 11.15 11.79 61.76 13.34 14.02 14.74 16.92 
8.41 9.10 9.84 10.63 11.48 12.12 64.44 13.72 14.40 15.14 17.40 
8.74 9.43 10.18 10.96 11.82 12.46 67.33 14.11 14.80 15.55 17.88 





(CONTINUED ON NEXT PAGE) 
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PUBLIC LIFE 
INSURANCE 
COMPANY 





An Illinois Company 
Capital $500,000 





Brokers’ Business Solicited 
Any amount up to $100,000.00 


No Color Line. Same Rates for All 
Male and Female 


Standard and Substandard Business Accepted 
Service You Can Depend Upon 





Agency Office—108 S. La Salle St. 
Chicago, Iil. 








INCORPORATED 187! 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies 
from $1,000.00 to $50,000.00 
with premiums payable annually, semi-annually or quarterly 


and 
INDUSTRIAL Polieies tem_$33.50 to $1,000.00 
premium: ie weekly 
CONDITION ON DECEMBER Si, 1924 

































ceccccccccesocoosecces $ 41,521 17 
i.) errrrrr rrr rrr rT TT rrr rrr rrr rir 
LAabilithes ..0-cceccccccereccceeneeee os temte is 
Capital and Surplus.. eer tee es 
Insurance in «PE ebecccgcccge 373,540, v5.68 
Payments to FP . 

zation... .+-ssesessnse $35,784,215.15 
Total Payments to Policyholders since Organ’ na. WALKER, Prose 














We Say It Again! 


From time to time in the last few years the following has 
been the wording of PENN MUTUAL advertisements in life 
insurance journals: 

“A PENN MUTUAL premium, less a PENN MUTUAL divi- 
dend, with PENN MUTUAL values, makes an insurance propo- 
sition which, in the sum of all its benefits, is unsurpassed. 

Never more true than to-day!—with new and better Policy 
forms, increasing Dividends, new and constantly improving Serv- 
ice to Policyhol Beneficiaries, and Agents. 

There's steady forward motion in the PENN MUTUAL 
organization. We warmly welcome men and women. of ideals, 
industry, character. 


The Penn Mutual 


Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 














MATION THAT APPEARS IN THE 


20 SPECIALISTS GATHER THE INFOR- 
NATIONAL UNDERWRITER. 
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THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY-TWO YEARS of prosperous and success- 
ful business. It has passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, 
and life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 


of New York 


34 Nassau Street New York 
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SAFE AS A GOVERNMENT BOND” 


The QHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT MONTHLY INCOME INSURANCE 


LATEST POLICIES AND AGENCY CONTRACT MLaiae 


Openings Ohio, Ind, Ky., Mich., W. Va., Tex., Okla, Pa. and Calif. Write Columbus 


SEE—> 








































1846 1925 
THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 


Hartford Over 78 Years Old Conn. 
Insurance im force (Dec. 31, 1924)..............ccccceceece $541,268,924.51 
Dee DeReD Bamitivcccccescccsccscencesscccevcveccveves 119,224,634.25 
Policy Reserves, Company's Standard (higher than that 
geqmiond By GRY GtRBE)occccecesccccccsccccccccccccccccoes $ 99,971,639.00 
Dividends on Deposit with Interest..................cee08 4,254,585.67 
SUE DEED Sednaeenecdheeesasesissdscdubicesccecuancs 3,876,867.77 
Surplus Reserves: 
For Dividends in 1925..........sssee.ceeese $3,550,000.00 
Market Fluctuation and Investment Con- 
Gagener BessFUO- cccvccivecoovcesscceces 1,369,972.58 


Unassigned Funds 6,201,569.23 11,121,541.81 













$119,224,634.25 
New Paid-for Business im 1924....................6.0s0005 $ 82,839,503.23 
2 We have cocnings in Ala., Ark., Dale, D. C., Fla., Ga., Ill., Ia., Kans., Md., Mich. 


N.C., .. 3. 


Our Agents Have 
A Wider Field— 


An Increased Opportunity 


, Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’s 
— on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 


Participating and Non-Participating Policies. 

Same Rates for Males and Females. E 

Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 

Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 


N. M., D., W. Va. and Wyo. 







































A text book for beginners, a review book for experienced men, a book that every life insurance man should 
have—Jacob A. Jackson’s ‘Easy Lessons in Life Insurance.”’ §}.59. including Quiz Book supplement. The 
National Underwriter, 1362 Insurance Exchange, Chicago. ¢ 

















ages 55 and 60, the annuity at 65 having 
found such a demand in the field. The 
rates on the new forms are as follows 
per $1,000, representing $100 per year 
income at the outset, with accumulations 
at options at ages 55 or 60: 

Annuity Pension Annuity Pension 


Age 55 60 60 
DE cvetive $21.28 $18.30 $17.24 $13.78 
, See 22.0 19.09 17.78 14.30 
18. 22.92 19.94 18.33 14.86 
Seo 23.83 20.84 18.93 15.44 
MPecseewe 24.79 21.81 19.56 16.07 
le ceckes 25.83 22.84 20.23 16.73 
BBovcoece 26.93 23.95 20.95 17.44 
. ere 28.12 25.14 21.71 18.19 
BOs sceves 29.3 26.41 22,51 19.00 
eae 30.76 27.79 23.38 19.85 
is & sop ioe 32.23 29.27 24.32 20.77 
ee 33.82 30.88 25.33 21.76 
Gee 35.55 32.62 26.42 22.82 
Bee wevene 37.42 34.50 27.58 23.95 
_, SRP 39.45 36.56 28.83 25.18 
ee 41.67 38.77 30.17 26.50 
Be ccsees 44.10 41.19 31.63 27.93 
=e 46.77 43.85 33.20 29.48 
| ere 49.71 46.78 34.91 31.16 
| Oe 52.96 50.03 36.76 32.99 
=n 56.52 53.60 38.78 34.99 
er 60.49 57.58 40.99 37.18 
BBs ccoves 64.96 62.06 43.42 39.60 
BPccccece 70.00 67.12 46.09 42.26 
Di esdheone 75.74 72.88 49.04 45.20 
_ eer 82.40 79.50 52.37 48.48 
Svs onene 90.12 87.17 56.09 52.15 
A 99.15 96.15 60.26 56.28 
 * etree 109.86 106.81 64.97 60.96 
oor 122.74 119.65 70.33 66.28 
ietgede teeee ° e000 76.40 72.40 
Ditsthtieaxcose | awoxs 83.43 79.50 
ectsde seede © “enue 91.64 87.83 
vesiedaaae "So Beeee 101.35 97.71 
Bee cueees chede | = evens 113.02 109.62 
Cedar Rapids Life 
Under a rule recently adopted by 


the Cedar Rapids Life women will be 
accepted as follows: “Carefully selected 
risks among married women will be con- 
sidered on any kind of policy except 
term for an amount not exceeding $3,000 
provided the husband is carrying or ap- 
plying at the same time for at least the 
same amount of insurance in her favor. 
The double indemnity benefit may be 
written on married women at standard 
rates. The total disability benefit will 
not be considered.” In the past married 
women and single women who were not 
self-supporting were limited to endow- 
ments. 


United Fidelity Life 

The “preferred risk rider” which the 
United Fidelity Life of Dallas, Tex. is 
now issuing in connection with its regu- 
lar life policy for an additional premium 
provides accident benefits under three 
classifications. A sum equal to the face 
of the policy is to be paid for acciden- 
tal loss of life, loss of both eyes, both 
hands, both feet, one hand and one foot 
or one hand and one eye. Three-fifths 
of the face of the policy will be paid 
for the loss of one hand or one foot, one 
third for the loss of one eye and one- 
sixth for the loss of thumb and index 
finger of either hand. The second classi- 


large number of 
ranging from $10 
operations. A third schedule lists bene- 
fits for fractures and dislocations, in 
which the benefits range from $50 to 
$600. To obtain these benefits, the acci- 
dent must occur before the anniversary 
of the policy nearest the insured’s 60th 
birthday and the provisions of the sup- 
plemental contract and benefits secured 
thereby are to terminate on that date. 


surgical 


Aetna Life 
In order to have all premium changes 
uniform, the Aetna Life will accept an- 
nual, semi-annual, quarterly and monthly 
premiums without requiring the return 
of the policy for endorsement, provided 
a special form is signed by the policy 
owner, and assignee, if any, and returned 
with any outstanding first premium or 
renewal receipt, while the policy is in 
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|} are necessary to put the plan in ope 






sing ca 
ailable. 






























Mo 
7 pa End Y ~ "> Div. at End Y h 
uly -—Div. at En ear——, May —————_Div. at En ear “Anothe 
Age 191 “tet =e wT OST > wm 7 
WBccccccrecece $14.67 $3.70 $3.75 $4.19 $4.25 $13.45 $3.03 $3.10 $3.19 $3.27 $3.37 ¢ prin 
We ccencacecace 16.22 3.81 3.88 4.36 4.44 14.81 3.09 3.19 3.29 3.38 3.56 life ims' 
BBecvccccccdece 18.19 3.92 4.00 4.55 4.65 16.68 3.14 3.25 3.37 3.49 3.64 he gre 
BWPeccccveceeces 20.72 4.05 4.15 4.79 4.92 18.99 3.19 3.32 3.47 3.61 3.79 the | 
BOcccsesseseecs 24.00 4.21 4.33 5.08 5.24 22.00 3.24 3.40 3.58 3.77 3.99 jon 1S 
WDicvcccccccvecs 28.37 4.40 4.56 5.46 5.65 26.01 3.29 3.49 3.71 3.93 4.29 er forr 
Becccocccccoes 34.27 4.71 4.90 6.00 6.23 31.42 3.38 3.63 3.89 4.16 4.59 it not ¢ 
SO. cccccccccccs 42.36 6.34 5.58 6.93 7.20 38.85 3.69 3.99 4.31 4.63 56.02 
BB. ccccvcescocs 53.58 6.60 6.89 8.58 8.91 49.15 4.48 4.83 5.20 5.57 6.03 bt more 
BWeccccvcesecce 69.32 8.62 8.96 11.10 11.49 63.58 5.75 6.16 6.59 7.03 7.55 attack | 
Gebsenecncaced 91.86 11.03 11.44 14.22 14.69 84.29 7.12 7.59 8.09 8.61 9.22 siness ¢ 
= pplemen 
Travelers full force. The premiums are to be » directir 
The Travelers has extended its life | puted according to the published rat. s of sel 
annuity and pension forms to issues of | the time the policy was issued, anj ot arbit! 


change will be 


miums of less than $5. 


made to monthly » signing 






























sales p 

: : previous 

Pilot Life nd ways 

The Pilot Life of Greensboro, x qugpeasured 
announces that the annual divid alysis $ 
scale effective May 1 has been incre asing Pp 
so that now the dividends are equivalgi. partic 
to the pre-war scale. During the ¢ unity o1 
dend year beginning May 1, a sped reful 
dividend is to be paid to holders — ' 
annual dividend policies issued beta OTCeT, 
Jan. 1, 1919. This is the second spec permit! 


dividend paid on these policies. nities. 





Jefferson Standard “The q 

The Jefferson Standard Life has be arded as 
writing payroll deduction insurance m f rivalry 
monthly basis. Applications on at | 9 much 2 
10 individuals totaling at least $20; t should 


ake it 1 
ecessary 
les plar 


tion. Full medical examination is 
quired if the amount for any individ 
is over $3,000. For $3,000 or less 


short form will be used. The rates be applies 
one-twelfth of the annual premium wit—mpbtain tl 
out extra loading for monthly payment hat has 


o be do 
or us to 
bfinities 
vhether 


FIELD NOT COVERED; 


ANALYSIS IS URGE, *°" 
(CONTINUED FROM PAGE 3) dual w 
|in the United States we may exclu +a 








fication is a schedule of benefits for the | 
operations, | 
to $200 for major | 
















perhaps 10,000,000 because of preset 
advanced age, disability and dependent, 
or because they are below the poverty 
line. The other uninsured 53,000, 
are eligibles. These are mostly averagt 


urance | 

particulat 
asis fot 
quotas. 





people and the children of such peopl, _ 
members of American families. Of tegmsured by 
53,000,000 eligible, roughly  16,000,00 enyregy 
are men over twenty years of age. 0 ong to | 
these men most are present or prospec Sty In 
ive heads of families. Their averagt wpa 
mature income will be about $2,000. Ot n id ant 
what principle should they be insured Hm hol@ers 
Is not one year’s income a minimum’ continual 
If we assume that figure, there is aval class to | 
| able in this uninsured group alone mort change 
| than one-half as much insurance as ther a 
is now in force in all United States mass, in 
| companies. If you depart from th working 
modest and attainable ambition of sup ( 
plying an insurance equal to one years “Thirt 
income and begin to talk, as some 4, dent th 
in terms: of capitalized earning powe @ ne 
you get into fantastic figures which onl MMi 
serve, I think, to obscure the practi dustried 
and obligatory achievement which lite which ¢ 
insurance faces. For several reasons! cccuness 
believe that the working men of Ameria wie ~ 
can be adequately insured within a fe* mld 
years and, therefore, it seems an ™ ad 
| erative duty of the life insurance bust waka 
| ness to provide such insurance. with rai 
More Ability to Purchase termedic 
“The first of these reasons is the abi dinary ; 
| ity of the public to purchase. Four yea® a ~ 
ago the annual sale of radio se ot wee 
amounted to $2,000,000. In 1924 the pa 
business totaled $350,000,000. Whe om pol 
bought them? The average man. Te ha 
years ago there were about 600,000 Fort poh ~ 
cars in use. Today there are upwar® walkie. 
of 8,000,000, widening the horizon © inde re, 
the average man. It is pertinent to” @ sn 
clude as an additional reason for giv’ Hm wal 
attention to working man’s insuranc the - 
the reduction in the national outlay ¢@ .) on’ 
material and man power in the mant @ es 
facture and distribution of liquor 4 -_ © 
the economic losses that resulted from red 0 
its universal consumption. Some of tha! ordinar 
saving has gone into life insurance @ Hy yi. th 
savings banks, and there is a 8 My. of 


amount of it to follow. 
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sing capacity for more insurance is 


ailable. 
More Scientific Methods 


“Another reason for our belief that 
e principal immediate responsibility 
life insurance is to extend protection 
the great rank and file of the popu- 
jon is that in life insurance, as in 
er forms of business, has available 
it not only a more receptive market, 

t more scientific methods with which 

attack that market. Other forms of 

wsiness are using the sales quota to 
pplement personal contacts as a means 
directing and controlling the activi- 

s of selling forces. These quotas are 
ot arbitrarily established merely by 
signing a somewhat greater volume 

sales per agent than he produced in 

previous period, leaving it to him to 
nd ways of living up to it. They are 
easured and fixed according to an 
alysis scientifically made of the pur- 
asing power and potential demand for 

e particular product in a specific com- 

unity or territory. They are based on 

careful analysis of past business done 

» order that impressive totals may not 

permitted to obscure neglected oppor- 

nities. 
Should Analyze Ficld 

“The quota method is not to be re- 
arded as incompatible with the methods 
f rivalry and competition which give 
9 much zest to the sale of life insurance. 
t should strengthen that rivalry and 
ake it more equitable. The first step 
ecessary in considering to what extent 

les planning and market analysis may 
be applied to life insurance selling is to 
bbtain the necessary facts regarding 
hat has been done and what remains 

o be done. The material is available 
or us to explore the particular economic 
pfinities of life insurance buying, 
vhether these are wages paid, number 
f employed persons, retail sales, or 
ther indications of family and _ indi- 
vidual well being in a particular com- 

unity. Such statistics will doubtless 
ive us a clue to the volume of life in- 
urance sales we should make in any 
particular locality and thus furnish a 
basis for setting sales standards and 
quotas. 

“There are 21,500,000 individuals in- 
sured by the Metropolitan in all de- 
partments, and of these 18,500,000 be- 
long to the industrial class and chiefly 
carry industrial insurance. Many of its 
ordinary policyholders are also holders 
‘of industrial policies, or were at one time 
holders of such policies. ‘There is a 
continual graduation from the industrial 
class to the ordinary class as individuals 
change their status. Primarily, how- 
wer, industrial insurance is working 
class insurance, designed to protect 
working men and their families. 

Growth of Intermediate 


“Thirty years ago it was already evi- 
dent that working men should have 
and wanted more insurance than it was 
then profitable for them to buy in in- 
dustrial or weekly premium policies and 
which the standard requirements as to 
occupation and mortality did not per- 
mit them to obtain in the ordinary or 
annual premium form. The Metropoli- 
tan established its intermediate insur- 
ance with a standard policy of $500, 
with rates, as the name indicated, in- 
termediate between industrial and or- 
ary and with premiums payable on 
an annual or part annual basis, instead 
ot weekly. There was a_ prodigious 
amount of educational work done to get 
this policy before working men and to 
accustom the agency force to sell it. 
As it developed in popularity there was 
ecurring a steady improvement in 
working and living conditions of the 
industrial population and a steady bet- 
‘erment in mortality. The intermedi- 
a Policy ceased in a measure to be 
- only recourse open to workingmen 

© wanted to buy life insurance in 
‘ger amounts than it was good busi- 
— or him to buy in the industrial 
jr The workingman became an 
Tdinary insurance buyer, sometimes 
hong the qualification of special ratings, 
ut often without stich qualification. 





The intermediate became in a sense the | of total insurance by surrender or loans | insured and nearly 80 percent of them 

refuge of those who were not quite | before death, insurance in force on | carried industrial insurance only. 

eligible for ordinary and yet above the | workingmen would be greater than the | Can Show Potential Insurance 

industrial rating. The company has to- | amount shown by even recent death pa : a 

day in force $1,117,000,000 of intermedi- | claims. There are in the cities and towns 

ate insurance on 1,500,000 lives. acta aim Wnihe Curstet | of the United States 19,000,000 men over 
~ 20 years of age. Starting with that 


eer = ae Cintmes ve “To determine the amoynt of head | total it is quite possible to establish 
“This achievement in establishing | of industrial family insurance in force | for various localities, cities and towns, 
intermediate insurance is one in which | among Metropolitan policyholders, aj|and then for canvassing areas, the po- 
the Metroplitan has taken a great deal | field inspection in the ordinary course | tential insurance that should and could 
of satisfaction. In a large measure it | of application inspection was made of | be written. We shall with this infor- 
pioneered in applying the idea of insur- | 11,649 families, scattered throughout | mation give aid to agents by teaching 
ance as family protection to the working | the United States and Canada. These | them how to gauge their performance 
class. Because of this experience and | families carried an average of $2,130 of | with the measure of their opportunities. 
its natural relation to the industrial | insurance of all kinds, industrial, in-| !t is asking a great deal of the indi- 
population, the Metropolitan has a great | termediate, ordinary, group and fraternal, | Vidual canvasser to expect him unaided 
interest in the progress of insurance | in all companies and societies combined. | t© @nalyze his territory and to establish 
among working people. The average annual premium was $87— for himself a bogey intelligently con- 
“About a year ago it made several | $10 of this amount being for fraternal. structed on information rather than on 
test analyses of insurance paid from| There were 12 percent of all families hope and early-in-the-year enthusiasm. 
all sources as shown by death claims | with no insurance of any kind on the I conceive it to be the duty of in- 
on adult males insured in its industrial | head of the family. The average cover- | SUfance executives so to analyze the 
department. The average amount was | age of the heads of families insured was —— of providing adequate insurance 
$500; 69 per cent left less than $500; | $1,450. Of those insured, 21 percent for the American people—a result to 
12 percent $1,000 or more and 19 per-| had less than $500 of protection; 39 | which all companies aspire to make sub- 
cent between $500 and $1,000. The | percent had less than $1,000, and 90 per- | stantial contributions—that every in- 
president of the company shortly after- | cent less than $3,000—the goal which | dividual agent may have a clear con- 
wards established a goal of $3,000 as a| the Metropolitan has set as the ulti- | “¢PUon of what he — properly be 
reasonable minimum of insurance that } mate objective to be achieved in imsur- | ©*Pected to accomplish. 
should be placed on the head of every | ing heads of industrial families. Of the 
industrial family. Obviously with the | insured fathers 31 percent carri¢d in- | ; tins 
enormous extension of insurance in re- | dustrial insurance only. Ninety-three He who cannot stand investigation and 
cent years, and the probable decrease percent of all mothers and children were criticism should get out of the limelight. 














Are You Business Man 
or Professional Man? 


AVE you ever wondered what definite things you might do in order to bring 
your work and yourself up to the professional standard and enjoy the ad- 
vantages of the doctor and the lawyer? ; 

There are several specific things which bring that about. One of them is the 
Personal Proposal Sheet used by agents under the American Central Plan. 
This is a part of the Plan. The pre-selection of prospects, the pre-approach, the 
canvass, control of the interview, close, the handling of notes, and a definite resale 


campaign are all parts of this Plan by which successful agents are professionaliz- 
ing their insurance work and their insurance service. 


Any agent who feels that he might be interested in more details concerning the 
plan may readily secure them by writing today to 


AMERICAN 
CENTRAL 


development program in existence today. i N c U K A N CE co. 


One phase is described in this advertise- 
mont. INDIANAPOLIS 
ESTABLISHED 18699 
HERBERT M. WOOLLEN, President 
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LIFE INSURANCE 
BY STATES 





KANSAS 
(CONTINUED FROM PAGE 19) 


Security Life, Va... 152,000 


Ac., N. H. 
Universal Life, Tenn. 
Western Life, Ia.. 8,750 
Amer. National Tex. 2,388 330 
Bankers Life, la.. 
Bankers Life, Neb.. 
Great Republic Life. 
Manhattan iat seve 


Phoenix Mutual Life 
Register Life ...... 
Union Central Life. 
Western Union Life. 


Bar ate 


278,014 
1,508:771 y 
eoccee 155,950 


— 








KENTUCKY 




















Kentucky Lf. 4,Ace- 5, see. ae 8,261,818 


Federal Life, 


115,078 
Equit. Life, N. ¥.Ord. 5,591,238 
Equit. Life, N. 2,228,630 


Ohio Natl., Ohio. "934,820 2,053,916 





In Force 
Ohio State Life .... 140,500 430,000 
Reliance Life 704,500 4,428,770 


MARYLAND 
: _| 


1,108,640 
347,500 
1,204,582 
2,659,705 
61,061,194 


Issued 











262,060 
255,750 
709,082 


Bankers Life, Ia.. 

Bankers Res., Neb.. 
Equitable Life, Ia... 
Columbian Natl. .... 
Mutual Life, N. Y.. 
Fidelity Mutual .... 
Internatl. Life, Mo.. 
Continental Lf., Del. 
Guardian Life ...... 
Union Central Life.. 
Continental As., Ill.. 
Jefferson Standard. . 
Aetna Life ......... 
Home Beneficial .... 
Conn. Mutual 
John Hancock ..... 
United Life & Acci. 
Natl. Life, U. 8S. A... 
Reliance Life 
New England Mut.. 
Phoenix Mut. Life.. 
Philadelphia Life .. 
Missouri State Life. 


27, 747, 129 
2,942,622 
12,668,544 
180,084 
1,912,137 
17,826,162 
1,109,939 
15,102,885 
34,729,089 
3,095,524 
36,400 
7,569,676 
12,322,360 
7,386,759 
566,679 
1,106,952 
1,143,419 
21,259,615 
»211 
24,050,883 
32,882,890 
7,569,676 
12,322,360 
7,386,759 


21,259,615 
24,050,883 


eeeeee 


Mutual Benefit ..... 
Mass. Protective Lite,’ 
Northwestern t. 

Reliance Life 
New England Mut.. 
Phoenix Mutual .... 
Provident Mutual 

Mut. Benefit 


eeeeee 


2}428,927 


settee 








in Nebraska, 
Texas, 


TOPEKA, 


LIFE ACCIDENT HEALTH 


1924 shows a material increase in 
ASSETS, SURPLUS and INSUR- 
ANCE IN FORCE. 


Extension in Agency Development 
Illinois, 
California, Washington, 
Wyoming, Colorado, Missouri and 
Kansas, with Home Office appoint- 
ments as District Managers make it 
worth while for men who can qual- 
ify with clean records for Districts 
still open in the above territory. 


Address in Confidence 


THE 
LIBERTY LIFE 
INSURANCE COMPANY 


Liberty Life Building 


Arkansas, 


KANSAS 











The History of the Liberty Life 
Is a Record of Promises Kept. 






































Issued 
Northwestern Mut... ;. 293,000 
Mutual Life, N. Y.. 9,356,772 
Fidelity Mutual . 1,037,089 


In Force 
32,882,890 
61,061,194 

4,634,779 








| ARKANSAS 

















Empire Mutual, Mo. 
Equit. Life, Re Y.Gr. 
Equit. Life, N. Y.Ord. 
Farmers & Bankers. 
WeGderal, Tih. ..cccece 
Fidelity Mutual .... 
Great Republic, Cal. 
Great Southern, Tex. 
Guardian 
Home, Ark. 
Home, Ark. 
Home Life, N. Y... 
International, Mo. 
Interntl. L. & T.. 
Inter-Southern ..Ord. 
Inter-Southern ..Gr. 
Interst. L. & Ac.Ord. 
Interst. L. & Ac.Ind. 
Great Southern, Ark. 
American aut 
Cloverleaf Lf. 
obeuressouses 00 
aneenene<s Ord.10, 549, 942 
G 764,650 
387719 


seeeee 


American Central . 
American Mut., Mo 
Amer. Natl, Tex.Ord. 
Amer. Natl., Tex. a 
Seperiean Old Line. 
Atlas 

Bankers Reserve ... 
Bank Savings 
Bus. Men’s Assur... 
Central Life, Ia..... 
Central States, Mo.. 
Continental, Mo. 


eee eee ewe ewes 


Cotton States, Miss. . 
Jefferson Standard... 
Liberty, Kan. ...... 
Lf. & Cas., Tenn.Ord. 
Lf. & Cas., Tenn.Ind. 
Lincoln Reserve, Ala. 
Louisiana State .... 
Manhattan 
Merchants, Ia. 
Metropolitan 
Metropolitan 
Metropolitan 
Mid Continent ..... 
Missouri State.. > 
Missouri State ..Gr. 
Mountain States, Col. 
Mutual Life, N. Y 
ae | Equity, yo 
& Ac...Ord 


Natl. 

Natl. uf & es ona. 
Natl. Life, U. S. A.. 
National Reserve ... 
National Savings ... 
New York 

N. Amer. Nat., > 
N. Carolina, N. C.Ord. 
N. Carolina, N. C.Ind. 
v. W. Mutual 
N. W. National...::: 
Ohio National ...... 
Old Colony Life .... 
Pacific Mutual ..... 
Pan American Life.. 
Phoenix Mutual 
Peew~ees, ING. .cécces 
Provident L. & A 
Prudential 
Prudential P 
Reliable Lf. & Ac.. 
Reliance Life 
Reserve Loan 
Royal Union 
Security, Va. 
Security Mut., N. 
Southern, Tenn..Ord. 
Southern, 
Standard, 
SOR, Fe «<ccentocce 
Supreme L. & C..Ord. 
Supreme L. & C..Ind. 
Travelers 
Travelers ........G 
Union Central 


eee eeeee 


. oe 
Natl. Wyo. 


see eeeeee 


. 8. 3,537 
Western 41,000 


eee eee 


18,465,982 
2,188,565 
14,598,481 
2,763,500 
17,670,638 


24,820,536 
2,919,200 
°134 
94,000 





PENNSYLVANIA 








Conn. Genl. Life.Gr.13,805,604 
Farmers & Traders. 1,255,500 
Union Central Life. 9,489,052 
Inter-Southern Life. 151,371 


42,639,192 
4,854,100 
58,605,470 
641,821 





| NORTH DAKOTA 


— 














Merchants Life, Ia.. 89,185 
Natl. Life, U. S. A.. 391,406 
Great West, Canada 3,518,534 
Cloverleaf Lf. & Cas. 0 
Royal Union Life. 

Travelers Equitable. 

Central Life, Ia.... 
International, Mo. 

North American, ul. 
Security Mut., ° 

Union Central Lite. ° 

Dakota Life 
Metropolitan Life .. 
North. States, Minn. 


1,023,595 
2,714,246 
11,702,464 
67,100 


1/172;500 





BUSINESS SHOWS 


REPORT FROM GREAT BRIT; 


Companies in England Had a Sati 
tory Year and Increases in Ney 
Insurance Are Seen 


LONDON, ENG., Mar. 15—The 
year was one of the most remark 
ones in Great Britain. Without ex 
tion every company that has shown 
figures up to date, has evidenced 
stantial increases. One of the g 
striking is the London Life, which 
ploys no agents and pays no comn 
sions. Last year its new insu 
amounted to £1,887,299, an_ incry 
of £262,000. Its premiums were £3 
000, a large increase. 

The Norwich Union Mutual sho 
new business £9,124,616 as comp 
with £8,046,956 the year previous, J 
Atlas Assurance wrote £2,700) 
a gain of £400,000. 

The Wesleyan & General wrote £ 
054,840, a compared with £700,045, i 
year before, £514,400 in 1923 and £3 
600 in 1922. 

The Equitable Life showed £70 
being about the same as the yearp 
vious. 

The Norwich Union does an extens 
business on the Continent and & 
where outside the United Kingdom 

The Wesleyan & General is an ind 
trial office, operating from Birmingha 
It is one of the two companies ha 
which has adopted a plan of free me 
cal examination at periodical inte 
to policyholders. 

The National Mutual Life of A 
tralasia wrote new business of £6. 
000, an increase of about £400,000. 
the previous year’s figures. Most q 
the offices which confine their operatias 
to industrial life assurance also appa 
to have had a very satisfactory year. 


Action of the Britanic 


The Britanic Assurance, which 
total funds of £9,500,000 and an anna 
income of more than £3,000,000, 
branching out as a general writing com 
pany. For nearly 60 years it has 0 
fined its operations to life insurant 
The business other than life will ® 
managed by the British General. 

As time goes on, underwriters see 
growing power of companies writit 
both industrial and ordinary life bu® 
ness. They are not only outstripping 
the purely ordinary offices in ordinal 
business, but are challenging the ge 
eral offices as well. The Britanic® 
one of the largest industrial companits 
Following the example of the Prudentid 
it is extending its activities through the 
British General which is one of! 
most successful and progressive of t# 
non-tariff offices. 

Some important subjects are now be 
fore the people. A parliamentary com 
mittee is now sitting on the insurat 
companies act of 1909. Some very 
teresting statements are being sec 
from some of the biggest men in the it 
surance business. Another subject that 
is engrossing the people is a super- 
saving policy, one to take fullest 4 
vantage of income tax rebates on tit 
premiums and loan _ interest. 
sized policies are being attracted by th 
plan. 
















International’s Production Record 


The International Life of St. Leas 
to March 17 this year wrote $22,066,284 
compared with $16,747,791 for the sim 
period in 1924. For the first 17 days® 
March the writings were $5,4% ; 
against $3,510,596 for the same Ga 
March, 1924, and $4,848,817 for the 
17 days of February this year. 

Preserve by all the means in yo 
power a sound mind in a sound 

Do not be a whirling dervish, merel 
whirling, whirling aimlessly. 
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LIFE INSURANCE EDITION 
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enever Life Men Go Stale on the Job 
They Should Make Changes in Their Plan 
of Working to Improve Their Results 


By JOSEPH J. DEVNEY 
Cleveland, O. 


WAS down in Pittsburgh a couple 
of weeks ago where the policyhold- 
ers have so multiplied since the Car- 
gie Tech started its life insurance 
ool that they have to have one way 
afic to prevent them from trampling 
ch other to death and wrecking some 


the companies. 


, who used to sell pickles. 


Anyway I met Weid- 


He re- 


med a couple of years ago and last 
bar made the Canada Life Quarter of a 
illion Club. That is only incidental; 
at interested me was a little stunt he 


Ifed last September. 


Desiring to get out of the routine for 
day, he interviewed 18 strangers with 
¢ following approach; “You don’t want 


by life insurance, do you?” 
Then he would 


ble reply was “No.” 


The invar- 


y, “You do want some life insurance, 


bn’t you?” 


Then an argument would 


art. Since that time he has sold nine 
the 18 and still has prospects. 


Do you ever “go stale?” 
D once in awhile. 


Most of us 


In fact the best of us 


develop a mental “Charlie-horse” now 
and then. And when we do we com- 
mence to make rings—we keep going 
but get nowhere. 

As an antidote, some folks take a va- 
cation, some wear the spell off and some 
get chronic cases which eventually put 
them out of the business. It is a bad 
condition while it lasts. It is costly and 
wearing, therefore it is well to have a 
formula for correcting it as quickly as 
possible. 


Make Radical Change 

in Working Methods 

When a person is “run down” physi- 
cally the doctor frequently advises a 
change of scene or climate. This might 
also cure a “stale” spell, but it is not 
always convenient or advisable to “lay 
off’ when one isn’t feeling just right or 
when things, are not breaking good. 
And unless one is actually ill it isn’t 
necessary. 





Here is a simple home remedy. It is 





is easy 
It is 


based on the change principle, 
~ gaa inexpensive and effective. 
this: 

Make a radical change in your method 
of working for awhile. Do things dif- 
ferently. Get away from your stereo- 
typed routine. 

This will straighten you out quicker 
than anything. After you have broken 
the spell and regained your mental poise, 
let judgment dictate whether or not you 
should return to your former way of 
working. 


Two Methods of Selling 
By Siege and by Storm 


As there are two ways of taking a 
city, by siege and by storm, so there are 
two similar ways of selling life insur- 
ance. One is the aggressive campaign 
which brings the issue to a head in 
one, two or three interviews, the other 
is the long drawn out process of calling 
upon a prospect an indefinite number of 
times till he is finally worn out and sur- 
renders. 

The aggressive campaign is produc- 
tive of the largest results in selling life 
insurance. It is customarily employed 
by big producers and is far more agree- 
able to the prospects, but is wearing on 
the salesman. Those who employ this 
—— must use mental force and lots 
of it. 

Not a few agents make a living for a 





| time by the long drawn out siege plan. 
But it inevitably leads to a rut. They 
would surely be more successful by 
gradually working away from it. They 
can improve their method by making 
their interviews short and snap 

For the benefit of those who Feel the 
necessity of temporarily letting up their 
high pressure methods, also of those who 
should enlarge their list of prospects and 
put more snap into their work, the 
Weidner plan or the following method 
may be followed for a change with such 
modification as appeals to those who 
adopt it. 


Securing Prospects, 

Learning Birthdays 

To approach a stranger, make his ac- 
quaintance, learn his birthday and leave 
a favorable impression is a nice art. It 
is simple when you know how, it pays 
and it is diverting. A salesman who 
has been doing it several years describes 
his method somewhat as follows: 

Approaching a stranger in his sanc- 
tum, he says, “My name is Brown, I 
represent the Banner Life Insurance 
Company. I have no information that 
you are interested in my goods, but your 
name being on my list, I called as a 
matter of course.” 

A pause gives the stranger an oppor- 
tunity to express interest or the lack 





of it. As may be suspected, a large 
















All other Real Estate 
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California State Life 


BALANCE SHEET OF 


INSURANCE COMPANY 
SACRAMENTO 


December 31, 1924 


ADMITTED ASSETS 


Real Estate—Home Office Building 


eee eee eee eee eee Pee eee eee eee eee eee eee eee | 


ONT SN cits cach enutinuaetcdunbexnhi hanks stades send 
Policyholders’ Obligations—Loans and lien notes to accommo- 
date individual policyholders, secured by cash values of 


eee eee eee eee eee eee eee ee eee eee ) 


eee eee eee eee eee eee eee ee eee eee ee) 
. 


eee eee eee eee ee eee eee ee eee 


eee eee eee eee eee eee eee ee eee 


Sg DUNO ns cthaneehdcudieeinedensécteccsiciadbstesesies 1,665,744.10 

Cash on Hand and in Banks—Over 70% drawing interest...... 495,060.59 
Bonds—Government, Municipal and Public Utility........... 117,725.00 
Interest Due and Accrued—Mortgage loans and bonds........ 106,280.37 


Premiums in Course of Collection—Covered by policy reserves 426,808.62 
Reinsurance Due and Other Assets.............--ccccceeeeees 


37,198.78 


Cee ereccccccccesesescessreoceccocceccececccesecccccees $7,970,619.78 


During 1924 the Company— 


Paid to Policyholders and their Beneficiaries.................. $ 806,959.17 
Increased its Insurance in Force 
Increased its Admitted Assets 
Increased its Income over 1923 by 
And Added to its Surplus 


690,461.42 


LIABILITIES 


Net Reserve—Set aside to meet insurance obligations as they 
may fall due by death or maturity of 23,041 policies 
amounting to $59,275,029........... 

Claims Reported—Cash set aside to pay claims which have 


been reported but of which proofs have not been received. 26,294.00 
Premiums and Interest Paid in Advance and Accounts Accrued 66,216.84 
Taxes for 1925—Reserve to cover taxes payable during cur- 

CONE POPP ccccccccccccccccccaccscccescocvconcceeocesesveese 48,398.18 
ATR Gthrer EdabBitles. .occciccscccccccccccccccceccccsccoccoscoceon 250,896.95 
Camtial Ghaakk...cccccccccccsccccscesccccovssovcceeses $500,000.00 
Unassigned Funds—Surplus..........--sseeseeseeeee 401,717.74 
Policyholders’ Surplus—All of which forms a fund for addi- 

tional protection of policyholders...........eiseeeeeeeeeees 901,717.74 

 oc00sns nncnduessss0ndceécusecnssnesesesaqeueseieeed $7,970,619.78 


Attractive contracts for high-class agency repre- 
sentatives in California, Oregon, Nevada, 
Texas and Oklahoma. Address 


J. R. Kruse, Vice President. 





Arizona, 
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percentage of expressions is of the lat- 
ter brand. In these cases the salesman 
promptly says that he does not want to 
take time to talk about a proposition in 
which the man is not interested, but 
there is just a possibility that some time 
he may become interested, in which 
case he would be pleased to call and go 
into details. He therefore desires to 
leave his card for reference and on it 
the rates of the three common forms of 
policies at the prospect’s age. 


Sample Conversation 
With Prospect Given 


Fingering his rate-book the conver- 
sation goes on about like this: 

“Let me see, you’re about 37.” 

“No, 38.” 

“You must have been born in ’87.” 

“A-up.” 

“What month and day, please?” 

“June 22.” 

“All right. Now here’s our rates for 
your age on the ordinary life, 20-pay- 
ment life and 20-year endowment plan. 
If you should ever think about insuring, 
I'll be glad to talk with you further. 
You'll find my phone number on the 
card.” 

“All right, I’ll let you know if I ever 
decide to take another policy.” 

“Good-bye.” 

“Good-bye.” 


Acquaintance Is Renewed 
On Subsequent Call 


The salesman’s card may go into the 
wastebasket or be hidden in a pigeon 
hole. Anyway he presumes it will be 
forgotten—and it usually is. Further- 
more, he never expects to be called in 
to a conference on insurance—and he 
isn’t. 

But he doesn’t fail to call around again 
in a few weeks or months—just before 
the age changes—and renew the ac- 
quaintance. If the man remembers him, 
it is a favorable recollection of one who 
made a short businesslike call. If he is 
still uninterested and apparently cannot 
be interested then, this salesman makes 


to friendship. 


AETNA LIFE 











WE HAVE THE KEY TO MORE SALES 


in every business house you approach 


THE NEW ETNA SALARY BUDGET PLAN 


makes possible contact with every employee 
without hard digging for names or resort 


You reach them all through this plan which 
MAKES RENEWALS MORE CERTAIN 


by means of automatic premium collections 


NO MEDICAL EXAM REQUIRED IN MOST CASES 
WRITTEN ON ORDINARY, LIMITED-PAY, 
ENDOWMENT, AND LIFE INCOME 


and all other forms issued by the Company 


For complete information, working data, and sales 
helps get in touch with 


S. T. WHATLEY, General Agent 


COMPANY 


230 South Clark Street, Chicago 


———— | 


another neat getaway and bobs up later. 
Never comes often enough to offend, 
never tarries long enough to irritate, but 
just gradually builds up an acquaintance 
and a friendship that sometimes gets a 
policy years after the first call. 

This salesman sees a lot of people 
every day, usually finds three or four 
interested enough to stand a good strong 
talk with immediate business in pros- 
pect. He keeps going the rounds faith- 
fully day after day, and at the end of the 
year finds that he has made a nice addi- 
tion to his bank account and greatly 
enhances his chances for a splendid in- 
crease the next year. 


ORREST L. MORTON of the New 

York Life gives examples of how to 

approach a person of moderate 
means on the subject of inheritance tax- 
ation, by showing its effect on his life 
insurance. He says: 

“It seems to be quite common for tax 
experts and specialists to take examples 
of estates of $1,000,000 dollars and up- 
wards; show how the inheritance tax 
| eats into the millionaire’s property; dis- 
cuss the needs of life insurance to coun- 
teract such losses—and wind up their 
articles and talks as follows: ‘You should 
not get the impression that millionaires 
| are the only ones hit be inheritance taxa- 
tion. Men of moderate means are also 
affected and may be hit even harder in 
proportion to their holdings.’ Thus the 
story ends. 

“It is quite natural then for the life in- 
surance agent to inquire, What is meant 
| by a man of moderate means and how is 
| a man of moderate means affected by in- 
heritance taxation? Many pages could 





INSURANCE 


The high-pressure salesman will find | 


How to Approach a Person of Moderate 
Means in Regard to Inheritance Tax by 
Showing Its Effect on Life Insurance 


a great relaxation in using such a plan 
for awhile. It will be a relief from his 
customary method. Furthermore, he 
will be shrewd enough to pick out some 
splendid prospects on which to use his 
usual canvass later. 

The low-pressure salesman will find it 
especially advantageous. It will quicken 
his impulse, get him out of the rut and 
greatly increase his effectiveness. 

It is not necessary to adopt either of 
the particular plans suggested to get the 
desired result. The point is to work 
in some radically different manner for a 
while. As a change of scene rests one, 
so does a change of action. 





be written on this subject, but the fol- 
lowing information will suffice to answer 
this question in part at least, from a life 
insurance standpoint. 

* * * 


“To start with, you should have two 
principles clearly in mind: 

“(1) Life insurance proceeds payable 
to the insured’s estate are always sub- 
ject to inheritance tax. Such proceeds 
are placed in the same classification as 
all other assets of the insured, and there- 
fore are included in his taxable property 
at death. 

“(2) Life insurance proceeds payable 
to named beneficiaries are, generally 
speaking, exempt from inheritance tax. 
At present there are but five exceptions, 
and in all jurisdictions but one, namely, 
Wisconsin, some form of exemption is 
allowed to such proceeds. The five ex- 
emptions follow: | — 


(a) Federal Government. Life insur- 














ance proceeds payable to named benefi- 
Ciaries are exempt under the federal 
estate tax law only to the extent of 
$40,000, and the remainder is taxable. 

“(b) Arkansas. Life insurance pro- 
ceeds payable to named beneficiaries 
who are direct descendants, direct ascend- 
ants, or the widow, are exempt under 
the Arkanass inheritance law. When 
payable to other named beneficiaries 
such proceeds are taxable, except when 
based upon valuable consideration. 

“(c) Montana. Life insurance pro- 
ceeds payable to named beneficiaries are 
exempt under the Montana inheritance 
tax law only to the extent of $50,000, 
and the remainder is taxable. here 
such proceeds are payable to several 
beneficiaries, the exemption of $50,000 
is apportioned among the beneficiaries. 

“(d) Tennessee. Life insurance pro- 
ceeds payable to named beneficiaries 
who near relatives, are exempt under 
the Tennessee inheritance tax law. 
When payable to collateral relatives or 
to strangers, such proceeds are taxable. 

“(e) Wisconsin. Life insurance pro- 
ceeds payable to named beneficiaries are 
taxable in all cases under the Wiscon- 
sin inheritance tax law. 

* * * 


“If then, you are a life insurance agent 
in any state except Wisconsin, you no 
doubt can see the application of the 
inheritance tax law of your state to men 
of moderate means. I will work out 
one example for you, taking the New 
York state inheritance tax as an illustra- 
tion: 

“Statement.—Mr. Doe and Mr. Roe 
are residents of New York State. Each 
has a wife but no children. Their es- 
tates have a net value of $30,000 and in 
addition they carry life insurance in the 
amount of $20,000, making total net 
estates of $50,000 each. 

“Example 1.—Mr. Doe has named his 
wife as the beneficiary of the $20,000 life 
insurance policy. At his death this $20,- 
000 will be exempt from the New York 
state inheritance tax. His wife is also 
allowed a $5,000 exemption on the $30,- 
000 worth of property, which makes up 


the remainder of his estate, leaving gy 
000 taxable at 1 percent—total tax $: 

“Eaxmple 2.—Mr. Roe leaves his % 
000 life insurance to his ‘estate.’ [p 4 
case, the $20,000 insurance would 
added to the $30,000, making the wij 
share $50,000. She is allowed an exe, 
tion of $5,000, leaving $45,000 taxabl. 


follows: 
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“Result—Simply by leaving his 
insurance to his estate instead of ty 
named beneficiary, Mr. Roe’s proper 
will be taxed $400 more than Mr, Dog 
property, under the New. York inh 


itance tax. 
* * * 


“Figure out how your own particuy 
state inheritance tax law would wo 
in a similar case. Then when you a 
with your prospect, ask him if he } 
any of his life insurance payable to hy 
estate and show him that he can ta 
out further insurance without increasig 
his inheritance tax, by simply making; 
payable to a named beneficiary.” 


Illinois Agents Staged 


Unique Field Campaig 


ERT E. CHATTEN, western IIlinas 
branch manager for the Farmer 
National Life, with offices in Quine, 
has concluded a very interesting cam- 
paign which was conducted with tk 
assistance of five of his best agents, Th 
six men united forces and concentratel 
their efforts for a week at a time i 
the territory of each of the agents con- 
secutively. They had a three-fold pu- 
pose: First, to make the public better 
informed concerning the advantages o 
life insurance generally and especially 
the protection service offered by tk 
Farmers’ National; second, to aroux 
interest to the point where a larg 
number of prospects could be uncoverei 
and turned over to the permanent agent; 
and third, to obtain applications from 
such persons as could be sold imme 
diately. The selling part, however, wa 
not stressed, the main object of the cam- 
paign having been to create good wil. 
The results were exceedingly gratily- 
ing. Each man was supplied wit 
sufficient good prospects to keep him 
busy for some time to come, and # 
average of several policies per ma 
per week were placed. In addition, the 
advertising value can hardly be over 
estimated. 


Write Unique Group Contract 


The Arrott Insurance Office of Pitt 
burgh, Pa., managed by James W. 4 
rott, Ltd., has just signed a group life 
contract of rather unique scope, coverins 
as it does not only the officers and em 
ployes of the insurance office, but also all 
agents under contract who report to the 
office. The agents are very enthusiast 
subscribers, the plan being on 4 peor 
tributory basis. The agency reprene 
the Continental, United States Fire # 
Hanover and has been conducting 4 8* 
eral agency and brokerage business = 
more than 65 years. The Aetna = 
handled the case through W. B. Thom* 
manager of the group department. 





Contest Over Misstatement 


Attempt of insurer to resist —. 
on policy because of alleged misstat® 
ment of insured—The insured was 4 ~ 
cial agent for a railway at the ep 
was shot and killed in the course ° ia 
employment. The duties of @ > o~ 
agent comprised the protection of ot 
employer’s property from illegal 7 
The agent of the insurer, however, <A 
lieved that the insured was ~~ 
agent, and the latter so stated In - 
application. The policy contain ee 
clause to the effect that 4 false s ~ 
ment made by the insured with pa tet 
tent to deceive was an absolute re 
thereto. The trial judge, hOoweve, e 
drew this defense from the yo 
tion of the jury on the ground tha tion 
agent knew the insured’s onme wr 
Held that this ruling was reversible. 
ror. Murray vs, Preferred Accident, 
Ct. Iowa. Decided Jan, 13. 
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